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American Re-Insurance Co. 
Pema Large company in mid- 
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“In all my twelve years’ experience in the Bonding business, I have never seen 
a case handled better” 


The above was said to us after we had solved a tough one for an agent 


Maryland Casualty Company 


Baltimore 


It interests us to handle intricate Bonding propositions We are always willing and ready 
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A RELIANCE AGENCY 


Connection Means 


—a direct agency contract, assuring more sub- 
stantial first year and renewal commissions. 
—participating, non-participating and guaran- 
teed dividend insurance with an adequate range 
of contract forms. 
—the Perfect Protection Policy which assures 
less sales resistance, lower lapse ratio and 25% 
to 40% more sales than is the case with the 
average life insurance policy. 
—the new Juvenile Policy which is now meeting 
enthusiastic public acceptance from coast to 
coast. 
—office facilities and furnishings provided in 
the Branch Office without cost. 
—greater opportunities for self-development in 
this fast growing organization. 
—prospect-finding service and newspaper ad- 
vertising. 
—prestige, as a representative of this strong, 
progressive institution which is the first to place 
$400,000,000 of ordinary life insurance in force 
in 25 years without consolidation or reinsurance. 

And what's more, it means PROSPERITY 
to hundreds of Reliance underwriters nation- 
wide. 

“Sell Perfect Protection and you'll sell MORE 
life insurance.” 

Profitable agency connections are open to 
men who can furnish satisfactory references. 
All communications strictly confidential. 


[RELIANCE LIFE 


Mail This Coupon Today 

















An Illustration of the 
Perfect Protection Policy 








$ 50.00 weekly if disabled by 
accident. 


$ 50.00 every week for 52 


weeks if disabled by sickness. 


$600.00 per year in addition if 
totally and permanently disabled 


by accident or sickness. No more 
premiums to pay and no deduc- 
tions from the amount of life insur- 
ance due your family. 


$ 5,000 cash to you at age 
65, or 


$ 5,000 cash or a substantial 
monthly income in the event of 
natural death 


$15,000 cash or $10,000 cash 
and a substantial monthly income 
in event of accidental death. 








Issued In Larger Or 
Smaller Amounts 









































Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 


Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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Effect of the Disability Provision 


What This Essential Service Means to Life Insurance 
and How Some Aspects of the Business Have 
Been Unfavorably Exaggerated 


Associate Actuary, Prudential Insurance Company of 


T the present time some company of- 
A ficials, as well as some other individuals, 

are taking a pessimistic view of the 
value of disability benefits to the life insurance 
business as a whole. These officials point to the 
disability items in the Gain and Loss Exhibits 
of the various companies, and talk of the large 
total losses incurred by the companies, an ag- 
gregate figure as high as $100,000,000 having 
been mentioned. 


Compensating Advantages 

If the losses shown in the companies’ official 
statements are true losses, and there has been 
no compensating advantage to the life insur- 
ance companies, it might very promptly be con- 
ceded that up to date the disability business 
has been wholly unsatisfactory to the compan- 
ies. If, however, either the statement losses are 
in part not real losses or there are compensat- 
ing advantages, it may be that, notwithstanding 
some losses up to date on one side the com- 
panies have made substantial profit on the whole 
as a result of incorporating into life insurance 
policies the various disability benefits that have 
been included from time to time. 

Taking, first, the question of the losses shown 
by the official Gain and Loss Exhibit figures, 
it is clear that if the loss incurred by a disabil- 
ity claim were accurately represented by the 
amount with which the company is required to 
charge itself with upon approval of such claim, 
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there would not subsequently be any item of 
profit on account of of the working out of the 
disability claims. That the companies generally 
are showing in their official statements substan- 
tial items of “profit on disabled lives” is evi- 
dence that the previous losses which were passed 
through the accounts must have been greater 
than the real losses, and it may, therefore, be 
of interest to examine a little into the possi- 
bilities of overstatement of losses in the ac- 
count. 

The report of the Actuarial Society’s commit- 
tee on disability experience, published in 1926, 
shows, for what was there called Class I, a 
table of annual premiums to provide a disabil- 
ity income of $10 a month based on the experi- 
ence under this form of benefit which does not 
include the “Ninety Days” clause. 


Question of Net Premiums 

At age 30 the net premium shown is 26% 
greater than that according to Hunter’s table, 
which has been adopted as the standard disabil- 
ity table by the various insurance departments, 
and which it is, therefore, necessary to use as 
the basis for calculating the cost of claims and 
also for reserves. In the case of a number of 
companies net premiums higher than Hunter’s 
have been charged and reserves correspondingly 
increased. We may examine, therefore, what 
would happen if the company charged as its net 
premium the rate indicated by the experience 


America 


gathered by the committee, and, as this net 
premium was 26% greater than Hunter’s, held 
as a reserve on amount 26% greater than that 
according to Hunter’s table, while at the same 
time charging claims according to Hunter’s 
table instead of in accordance with the cost of 
claims shown by the committee’s report. We 
may suppose that $1,000,000 of premiums has 
been received at age 30, and that the actual dis- 
ability experience agrees precisely with the 
rates prepared by the committee. On this as- 
sumption, of course, the premium charged is 
just sufficient to meet the claims, and there can, 
of course, be no real loss in connection with the 
transaction. 


Two Calculations 

If valuations were made on the committee’s 
table, the results for the first policy year would 
be substantially as follows: 
Premium Received .... $1,000,000 
Interest for one year at 

334% 
Total Credits $1,035,000 
Disability Claim for year 
Reserve at End of Year. 


$731,000 
304,000 


Total Debits $1,035,000 
Gain or Loss Ni 

It will be observed that the premiums with 
interest are exactly enough to provide for claims 
and reserves at the end of the year. We may 


(Concluded on page 18) 
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:* has long been suspected that the clothing 
worn by women of today does not amount 
to much in point of quantity, but it remained 
for Dr. Eugene L. Fisk of the Life Extension 
Institute to weigh the garments. Weighed and 
found, not wanting, but adequate—for the sum- 
mer months, at any rate. The data show the 
average woman to be burdened with one pound 
and six ounces of wearing apparel while the 
male of the species swelters under an even ten 
pounds of assorted wool, cotton and leather. 
* * * 


HE very thought is enough to send the 

blood pressure soaring and it is to be hoped 
the widespread publicity given Dr. Fisk’s find- 
ings, coupled with that accorded the pajama 
promenading editor from North Carolina, will 
do much to bring about a happy medium in 
men’s style so that a retiring and dignified 
male may someday regulate his garb to con- 
form more closely with seasonal temperatures. 

x ok * 


i erry is no question but that the general 
health of women has been strengthened 
since the dawn of the new clothes era, even 
though pneumonia mortality figures are en- 
hanced by their winter wear. In summer heat, 
some claim, women make men look foolish. 
Less given to finality of expression I will not 
go so far but will string along part of the 
way and submit that, beyond dispute, the clothes 
women wear in the summertime make men look. 
x Ok Ox 


NOTHER interesting research along health 

lines, reported in the week’s news, was 
that of Dr. Eli Moschowitz of the Mount Sinai 
Hospital, New York, who finds that success 
is too often achieved at the cost of life years. 
The single-track mind, he declares, plows 
through every obstacle in a stubborn determina- 
tion to accomplish his objctive—usually a cer- 
tain monetary affluence—only to find his former 
sturdy health a memory after the goal has 
been reached. 

x * x 

i ken moral in this treatise on hypertension 

(high blood pressure) cause is emphasized. 
Play more—make business a vocation, not an 
obsession—enjoy life and cultivate the realiza- 
tion that real success comes with a_ proper 
blending of several ingredients, not all of them 
measured by the dollar sign. 


a 


F a man knows his work it is silly to assume 

anything but that he is going to make a 
success of it. The reason many do not make 
the grade is that they try too hard; they are 
trying too hard because of lack of confidence. 
Some break through but more others break 
down. And still others, a few, relax and 
tackle the job with a confidence that simply 
will not be denied. 
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“SMOKE” 











Reese aie im like accidents, cannot be 
localized. There are no protected areas or 
zones immune from the tremblors and the need 
for complete insurance coverage against these 
disasters was Monday morning forcefully illus- 
trated when earth tremors rocked five Eastern 
states and caused damage running into thou- 
sands of dollars in New York State alone. 
*x* *K* x 


AMAGE to machinery in an Attica, New 
York, industrial plant was caused by the 
quake and as a result 300 workers were thrown 
out of work and production at the factory nec- 
essarily ceased. Earthquake results like these 
are even more serious than ordinary property 
damage. They affect not only the families of 
the 300 men who were thrown out of work but 
the entire community. The inactivity at the in- 
dustrial plant might affect thousands of persons 
throughout the country who of necessity must 
face a similar period of inactivity if they are 
dependent upon only one product the damaged 
plant furnished them. 
x Ok 

T would be a wonderful thing for these men 

and their families and for the factory own- 
ers if they had been covered by adequate earth- 
quake insurance and what is even more im- 
portant, use and occupancy coverage 
something to keep things rolling while the in- 
dustrial plant is being repaired. Of course, this 
particular plant may have been covered by 
these forms of insurance, but it is fair to say 
that the disaster wrought financial havoc in 
more than one place in the five affected states. 
Churches and private homes, as well as indus- 
trial holdings, were damaged, again stressing 
that earthquakes cannot be localized. 

* * 

a has just trickled through to the 
4 United States of two wealthy New York 
women, one a niece of J. Pierpont Morgan, who 
had to beg their way through the Caucaus 
Mountains after being robbed of their jewelry, 
luggage and money, while enroute to Moscow, 
Russia. Of course, their insurance policies cov- 
ering the loss of the valuables does not make up 
for the inconvenience nor for the loss of the 
jewels which were of more value as keepsakes, 
but there is a certain amount of satisfaction in 
knowing that even though your possessions are 
stolen, the loss is not entirely complete. 
AJEW York State Superintendent of Insur- 
4+ % ance Albert Conway has just issued a very 
timely and much needed explanation or analysis 
of the financial responsibility law. His state- 
ment to the press finishes a job well done. He 
has handled all insurance matters pertaining to 
the new law with dispatch and, although pressed 
ior time, his comprehensive surveys on the bill 
have been accepted with thanks by insurance 
companies throughout the State. 





FIGURES IN THE NEWS 





James A. Beha 


HE above picture is published chiefly by 

way of relieving a sense of depression that 
has gripped us ever since reading this morning’s 
(Tuesday’s) New York World. In a picture 
spread across page 3 in that worthy journal of- 
ficials of the International Germanic Trust Com- 
pany are shown toying with the $6,000,000 check 
that assures the depositors of the defunct City 
Trust Company of New York of receiving full 
payment. Due to the angle from which the pic- 
ture was snapped, a nice likeness of all those 
present except one was presented to the World 
readers. There was nothing to identify this in- 
dividual except a pair of broad shoulders and the 
uppermost reaches of an unruly pompadour but 
if it wasn’t the outline of James A. Beha I'll 
eat it. I am surprised, however, that there is 
anyone in the banking business big enough for 
him to hide behind. 


* * x 


T is rather remarkable that the first big piece 
of news Mr. Beha should figure in after 
leaving the superintendency of insurance of New 
York shows him in the old familar role of pro- 
tector of the public. The International Ger- 
manic Trust Company, of which Mr. Beha is 
chairman of the board, has saved hundreds of 
depositors in the City Trust the loss of their 
lifetime savings by purchasing the latter insti- 
tution and assuming its liabilities. The Ger- 
manic Fire Insurance Company of New York 
is a subsidiary of the International Germanic. 
Incidentally, the pressure of duties in New 
York has caused Mr. Beha to cancel his pro- 
posed trip to Europe this summer in the inter- 
ests of the International Germanic’s enterprises. 
* * x 
AROLD G. Aron, chairman of the Inter- 
national Germanic’s executive committee, 
is a candidate for comptroller of New York 
city on the Republican-Fusion ticket. 
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Underwriting and Investment 
Profits and Losses in a Decade 
of 100 Leading Fire Insur- 
and Companies* 

OW the too largest fire insurance 
companies operating in the United 
States during the past decade disposed 
of over $7,455,000,000 of underwriting 
and investment earnings is shown in the 
accompanying table. The figures pre- 
sented for the foreign companies are 
those of their United States branches and 
amounts given for such companies in the 
dividend column represent the sums re- 
mitted by them to their home offices. 
During the 10-year period ending De- 
cember 31, 1928, it is shown that the 
underwriting income earned was $6,609,- 
250,232 and the transaction of this vast 
amount of business resulted in a net un- 
derwriting loss of $4,466,882, or sixty- 
eight one-hundredths of one per cent 
of the underwriting income. However, 
the income from and earnings on invest- 
ments during the decade were $846,195,- 
723, so that the total net earnings exceed- 
ing the underwriting loss were enough to 
cover dividend payments of $319,173,264 
beyond surplus paid in by American 
companies and including net remittances 
to home offices of foreign companies; an 
increase in special reserves, etc., of $39,- 
556,555, and the addition of $482,999,022 
to surplus funds for the protection of 
policyholders. 
In this connection it should be borne 





* Copyright, 1929, by The Spectator Co., N. Y. 


Editorial 


in mind that the National Convention of 

Insurance Commissioners recognizes 5 
per cent of underwriting income earned 
as being a fair profit to be derived from 
insurance transactions, and, in addition, 
a company should obtain a further profit 
of 3 per cent to provide against future 
conflagration losses. However, it is mani- 
fest that the 100 companies listed fell 
far short of the 8 per cent indicated as 
the percentage of underwriting profit 
which they should have earned, and, in 
fact, lost over two-thirds of one per cent 
on their underwriting transactions, so 
that there was a deficit of over 8 2/3 per 
cent in the underwriting earnings for the 
last decade, compared with the percentage 
which should have been earned. 

Another feature which should be re- 
membered is that in the calculation of 
underwriting profits and losses on the 
convention basis no consideration is given 
to two factors which, in the opinion of 
some underwriters, should be considered 
in computing underwriting profits and 
losses. One of these factors is the amount 
included in the unearned premium fund 
representing the expense of placing the 
business upon the books, the reserve 
being calculated by fractions of the gross 
premiums written, and not upon the net 
writings after deducting acquisition costs. 
The second factor referred to is the 
interest earned on the invested portion of 
the unearned premium reserve, which, 
some underwriters contend, should re- 
ceive consideration as a portion of under- 
writing earnings, because, except for the 
underwriting transactions, such interest 
would not have been received. 

Even though there has been no very 
serious conflagration in recent years, the 
conflagration risk still exists and with 
due regard to this fact the fire insurance 
business should certainly yield at least a 
moderate profit on the insurance trans- 
actions. The accompanying tabulation, 
however, demonstrates that the under- 
writing transactions have not yielded 
adequate return to investors during the 
past ten years, although in a few years 
past the investment or banking side of 
the business has been more profitable 
than usual. 

It is interesting to note that the con- 
flagration losses of 64 of these tabulated 
companies at San Francisco in 1906 
amounted to nearly $170,000,000, while 
the underwriting losses of the past de- 
cade for the 100 companies listed ex- 








5 


ceeded $4,400,000, without the effect of 
such a conflagration as that at San Fran- 
cisco. 


Of the 100 companies listed but 47 
were able to show underwriting profits 
during the last ten years, despite the free- 
dom of the business from a heavy con- 
flagration loss during that period. 

Fire insurance is relied upon by all 
manufacturing and mercantile businesses 
for protection, and it constitutes a neces- 
sary factor in the transaction of business 
as well as in indemnification for losses 
on residential buildings and other private 
property. Common sense, therefore, dic- 
tates that the fire insurance companies 
should be upheld by the maintenance of 
fair premium rates as a matter of public 
policy and private and business protec- 
tion. The fire insurance business ac- 
complishes a great economic work in 
stabilizing and protecting the business 
and property of the nation and is entitled 
to fair treatment and a reasonable yield 
upon the capital which is placed at the 
risk of the business. 





More Disability Discussion 

HE article on the disability provis- 

ion contributed to this issue of THE 
SpecTATOR by James F. Little, associate 
actuary of The Prudential Insurance 
Company, will hardly fail to win the 
plaudits of agent readers. The field men 
for the most part have taken exception 
to the companies’ contention that disabil- 
ity insurance has entailed heavy actual 
losses. They say it is merely a matter 
of bookkeeping. Mr. Little sustains this 
view by showing how easy it is to over- 
state a true loss or to turn a real profit 
into a loss in the gain and loss exhibit fig- 
ures. He argues rather convincingly, too, 
that regardless of results from disability 
underwriting, the incorporation of this 
benefit into the policy contract has made 
life insurance more salable—an opinion 
shared by all agents. 

Equally convincing is the author’s con- 
tention that, having proved to be an es- 
sential public service, disability insurance 
is here to stay in some form or other, and 
that it is highly desirable that the life 
companies themselves evolve a practical 
and satisfactory method of carrying it. A 
thorough discussion of disability under- 
writing and practices is in any event 
much to be desired. 


THE SPECTATOR 
August 15, 1929 














Fire Losses in July 

HE fire loss in July in the United 

States and Canada, as compiled by 
the Journal of Commerce, shows an in- 
crease of more than $13,000,000, as com- 
pared with the July loss in 1928, and 
brings the total for the first seven months 
of the current year up to $195,302,800, 
or about $3,000,000 in excess of the 
total for the first seven months of 1928. 
The amount of the loss last month, ac- 
cording to the Journal of Commerce, was 
$31,528,000, 
compiled the fire loss for Canada alone, 
and makes the amount $5,026,600, this 
heing some $2,000,090 greater than the 
loss in June last and $3,500,000 larger 
than the loss in July, 1928. While the 
amount of the loss thus far in 1929 does 
not preclude the hope of an underwriting 
profit for the year, the experience in July 
last indicates that the fight against pre- 
ventable losses must still be actively con- 


The Monetary Times has 


tinued. 





Sun Life of Canada 
Losses Appeal 





Exchequer Court Hands Down Judg- 
ment Declaring Company Has No 
Right to Raise Stock Issue 
Without Sanction 

A judgment handed down by the Exchequer 
Court of recent date in the appeal of the 
Sun Life Assurance Company disposes of a 
very controversial question arising out of the 
Sun Life bill presented at the last two sessions 
of parliament. The company loses and the 
superintendent of insurance is upheld. 

In its bill the Sun Life sought to increase 
its capital from two to four millions. It had 
previously made a return to the department of 
insurance showing a capital of four millions 
and claiming that it had the right to thus 
increase it, with the authority of the share- 
holders under the original act. The superin- 
tendent of insurance struck out the extra two 
million. 

The company, to remove any doubt, then came 
to parliament to seek authority. Last year 
its bill encountered stubborn obstacles, was de- 
feated. This session a couple of non-con- 
tentious clauses were passed but the main ques- 
tion as to the company’s powers to increase 
its capital without further legislation, was re- 
ferred to the Exchequer Court. The case came 
on with a rather unusual promptitude and in 
the judgment just delivered Jusitce MacLean 
holds that the capital is limited to two millions. 
If there should be an appeal and this judgment 
is upheld, the company will have to get the 
sanction of parliament before it can double 
its capital. The judgment is a fairly lengthy 
resume of the legislation under which the com- 
pany operates. ; 


Life Insurance 


Acacia Life Results 
President Montgomery's Report to 
Directors Shows Company Above 
Average for First Six Months 

The regular quarterly meeting of the board 
of directors of the Acacia Mutual Life Asso- 
ciation was held recently at the company’s home 
office in Washington, D. C. When among the 
business transacted was the presentation of a 
report by President William Montgomery, set- 
ting forth the progress shown by Acacia dur- 
ing the first six months of this year 

In this report President Montgomery pointed 
ou that Acacia’s net gain showed an increase 
of 8.7 per cent as compared to the 6.6 per cent 
of all other companies whose increase is based 
upon new business only. This record is all the 


more remarkable because Acacia imits its mem- 
bership to a select group of men, and brokerage 
business, reinsurance group or other wholesale 
business is not accepted. 

Within the next few weeks Acacia will pass 
the $325,000,000 mark of insurance in force. 
It now ranks 35th in size among all the com- 
panies doing business in the United States and 
only twenty-five companies gained more in- 
surance last year. 

Acacia is making greater progress than any 
other company in the country. Its premiums 
have been reduced to the lowest possible level 
and policyholders are receiving substantial divi- 
dends at regular intervals. A wide range of 
policy contracts are available to fit every need 
and condition. 
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New York Life Directors 


The success of any Company is primarily a matter 


of management—that is, of MEN. 
is a list of Directors, New York Life Insur- 


ance Company, the most recently elected 
being Calvin Coolidge: 


Following 





LAWRENCE F. ABBOTT 
JOHN E. ANDRUS 
NATHANIEL F. AYER 
CORNELIUS N. BLISS 


THOMAS A. BUCKNER 


GEORGE B. CORTELYOU 
WALTER W. HEAD 


ALBA B. JOHNSON 


DARWIN P. KINGSLEY 


GERRISH H. MILLIKEN...... 
FRANK PRESBREY 


FLEMING H. REVELL... 


Co., Chicago 


RIDLEY WATTS.......... 


Commission 





Director Valentine & Co. 
Manufacturer 


Commission Dry Goods 
MORTIMER N. BUCKNER. .Chairman of Board, New York 
Trust Co. 


Vice-President 
NICHOLAS MURRAY BUTLER. .Pres’t Columbia University 
CALVIN COOLIDGE. .Former President of the United States 
Pres’t Consolidated Gas Co. 
Pres’t State Bank of Chicago 
Insurance Manager 
Retired, Philadelphia, Pa- 
PERCY H. JOHNSTON... .Pres’t Chemical Bank & Trust Co’ 
WILLARD V. KING. .Chair. Advisory Board, Irving Trust Co. 
President 
RICHARD I. MANNING. ...Farmer, Columbia, So. Carolina 
SOIT KE SAUMUR IN 5555s 5:5 Sab e954 Valeosaes Lawyer 
... Deering, Milliken & Co, 
Frank Presbrey Co., Advertising 
JOHN J. PULLEYN......Pres’t Emigrant Ind. Savings Bank 
Fleming H. Revell Co., Publishe 


GEORGE M. REYNOLDS Chairman of Executive Committee 
Continental Illinois Bank & Trust 


HIRAM R. STEELE...... Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. .President R. H. Macy & Co., Inc. 
Ridley Watts & Co., Dry Goods 








COMPANY 








NEW YORK LIFE.INSURANCE 


MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY, President 
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Non-Medical Experience 
Reported Favorably 


Comprehensive Survey Con- 
ducted by the American 
Life Convention 


Hundred Casitiiaies Included 





Eighty Members Give Full Endorse- 
ment—Findings from Varied 
Angles 


Life insurance companies that have entered 
the non-medical field have had a very favor- 
able experience with such business with very 
few exceptions, according to a chart showing 
the practice and experience of 101 members of 
the American Life Convention which have 
adopted non-medical underwriting just issued by 
the convention’s headquarters in St. Louis, Mo. 


This study of the subject by the American 
Life Convention is perhaps the most compre- 
hensive yet compiled and has many very inter- 
esting angles for life insurance underwriters. 
Of the 101 insurance companies that reported 
to the Convention regarding their non-medical 
business 80 stated this class of business has 
been favorable so far as their experience was 
concerned. One company said its experience 
was questionable, three stated it was about 70 
per cent of A. M. select, one 62 per cent ex- 
pected 1928 ratio, another reported 49.5 per cent 
total business ratio and two others said the 
experience was slightly higher than medical ex- 
amination business. 


Forty-eight of the companies reported that 
they write a maximum of $2,500 on non-medical 
forms, twenty have a $2,000 limit and fifteen 
will issue as much as $3,000 on a single life 
non-medical. Four stick to a $1,000 maximum, 
one to $500, four $5,000, two $3,500 and one 
$2,600. One company reported it will issue 
$5,000 non-medical in one year, $7,500 in two 
years and $10,000 in three years and a maximum 
of $10,000 if the applicant has passed a medical 
examination within two years. Another com- 
pany reported it issued $10,000 in two years 
with a $20,000 minimum for one life. Still an- 
other company has a $2,000 limit for the ages 
10 to 14 years and $3,000 between 15 and 45 
years. A $5,000 limit is placed by one company 
on most non-medical cases, but under favorable 
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conditions a maximum of $10,000 will be issued. 
Another company issues $5,000 in one year and 
has a $10,000 maximum on a single life. A 
minimum of $5,000 and $10,000 maximum is 
adhered to by one of the convention companies. 


It is interesting to note that the great ma- 
jority of the companies regard 45 years as the 
maximum for the writing of life insurance with- 
out a medical examination although ten of the 
companies that reported to the convention have 
higher maximum ages for males risks accepted 
non-medical. In all, eighty-eight companies 
have the 45 year maximum and of these twenty- 
six have not set minimum age limit. One com- 
pany writes under a 4514 year maximum and no 
minimum, one has a 49 year maximum and a 12 
year minimum for males, six regard 50 years 
as a safe maximum and of these two have no 
minimum, two fix fifteen years as their mini- 
mum, one sixteen years and the sixth set twenty 
years as the minimum age. Two companies go 
up to 60 years of age on a non-medical basis. 
One of these companies fixed twenty-one years 
as its minimum age and the other goes as low 
as ten years. Two companies have placed their 
maximum age limit at 40 years, one having no 
minimum and the other ranging from ten years 
to forty years on the non-medical basis. 


The limits of 15 to 45 years is a big favorite, 
apparently, as thirty-three of the companies op- 
erate under that range and ten go.from ten to 
forty-five years. Other age limits are: 16 to 
45 years, five; 21 to 60, one; 6 months to 45 
years, two; fifteen to fifty years, two; 18 to 
45 years, four; 14 to 45 years, two; and one 
company did not state its age limits. 

There is a decided trend toward accepting 
female risks non-medical on the same basis as 
males as fifty-one of the companies reporting 
stated they will write women as men. Four of 
the companies restrict their non-medical under- 
writing to men only. Twelve companies are 
willing to accept single self-supporting women 
within the same limits as men. Other compan- 
ies have lower maximum coverages for women 
non-medical than they have for men. 

Two companies write unmarried women $2,- 
000 non-medical and married but $1,000 com- 
pared with a maximum for $2,000 for men. 
Eight set the maximum for women at $1,000 
against $2,500 for men. One writes single 
women 18 to 45 $2,000 against $3,000 for males 
between ages 15 and 45 years, and another com- 
pany limits women to $1,000 against $3,000 for 
men. ; 


Organization Change Is 
Protested 





Delegates of Modern Woodmen 
of America Hold Meeting 
at Des Moines 


Old Line Company Issue 





Four Hundred Delegates Enter Pro- 
test Through Attorney Successful 
in Similar Past Fight 





Des Mornes, Iowa, August 10.—As a protest 
against the action of the officials of the Modern 
Woodmen of America, in an effort to change 
the organization into an old line company rather 
than a fraternal assessment mutual, 400 dele- 
gates met in convention in Des Moines, Wednes- 
day, August 7. This meeting grew out of a 
preliminary conference which was held July 17. 

The preliminary officers selected at the pre- 
vious meeting were continued and an executive 
committee consisting of one member from each 
of the eleven congressional districts was named. 

Charles W. Lyon, of Des Moines, the same 
attorney who successsfully prevented a similar 
action in 1912, was retained to seek to enjoin 
the management from enforcing the plan. 

“We demand the resignation of the head of- 
ficers and all those responsible for the deep 
laid plan to overthrow the fundamental prin- 
ciples of our fraternal beneficiary society, and 
its conversion into an old line company ; or their 
ouster by court action,” the resolutions de- 
clared. 

“We demand that a special head camp, which 
will elect 1new head officers in whom the mem- 
bership can have confidence, be elected by the 
membership. 

“We demand a general reduction in the ex- 
orbitant salaries which the head officers have 
so generously allowed themselvs, and a thorough 
conomy ard retrenchment in the head office 
management and expenditures.” 

Francis H. Korns Des Moines lawyer, who is 
a director of the Modern Woodmen of Amer- 
ica, was called upon to defend the increase in 
rates voted by the head camp at the Chicago 
meeting in June. Mr. Korns explained the 
division of the membership into assessment 
benefit certificate and level premium reserve 
policyholders. 
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“Mrs. Jenks shops at some of the most exclusive stoves in town. 
How can she afford it?” 

“Easily, my dear. Don’t you know Joe Jenks is setiing Perfect 
Protection for Reliance Life?” 




















Writing Casualty Insurance 
Fidelity and Surety Bonds 












































“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THE Muruat Lire INsuRANCE CoMPANY OF NEw 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street New York, N. Y. 
DAVID FP. HOUSTON GEORGE K. SARGENT 
President 2nd eS 


an : 
Manager of Agencies 

















ONDITIONS change. Entirely 
new policies are needed as years 
pass to fit new insurance requirements. 


Issuance of new policies is therefore 
a measure of a company’s desire to 
keep pace with new conditions as they 
arise. 


Our new policies are demonstrating 
their value now in increased business 
and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 
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Metropolitan Insures Equi- 
table Casualty Force 





Group Contract Totaling $350,000 A f- 
fords Full Protection to Large 
Staff of Employees 

The Equitable Casualty & Surety Company, 
of New York city, has adopted a group life 
insurance program providing the employees with 
protection totalling $350,000. The insurance is 
now effective under a contract made with the 
Metropolitan Life Insurance Company. 

The benefits established without cost to the 
personnel, range from $1,000 to $2,000 for 
general employees and for department heads and 
executives from $2,000 to $5,000. 

Included in the contract is a total and per- 
manent disability clause which guarantees to 
any employee becoming so disabled before age 
60, the full amount of his life insurance in 
monthly instalments, with interest. 

In addition to the actual protection afforded, 
the insurance program provides a visiting nurse 
service, free of cost to the employees, while at 
regular intervals, they will receive pamphlets 
on health conservation and disease prevention. 


Charles C. Claubaugh Visits Southern 
Agencies 

3ALTIMORE, Mp., August 12.—Charles C. Cla- 
baugh, superintendent of agencies of the Mary- 
land Life Insurance Company, has just returned 
from a trip to the company’s offices at Atlanta, 
Ga., and Asheville, N. C. While on his trip 
Mr. Clabaugh visited Wilmington and Rocky 
Mount, N. C., and Norfolk, Va., for the pur- 
pose of securing representatives for these sec- 
tions, and appointments will be announced 
shortly. 

W. L. Roberts has been named general agent 
at Thomasville, Ga., effective September 1. He 
was formerly connected with the Bankers 
Health and Accident Company. 


Metropolitan’s Mortgage Loans 

Loans on bond and mortgage amounting to 
$3,305,775, were authorized by the Metropolitan 
Life Insurance Company recently. Of this 
amount $2,615,325 were city loans and $690,450 
were farm loans. Included in the city loans 
were eight loans on business buildings amount- 
ing to $367,500. 

The housing loans were for 398 dwellings, 
accommodating 436 families, and fourteen apart- 
ment houses, accommodating 219 families, alto- 
gether accommodating 655 families. These 
were scattered in sixty-four cities and towns 
throughout the United States, the principal 
amounts being in the following States: New 
York, $100,600; Pennsylvania, $276,800; New 
Jersey, $142,250; North Carolina, $54,250; 
Tennessee, $63,250; Ohio, $63,800; Michigan, 
$416,350; Illinois, $136,785; Missouri, $67,750, 
and California, $509,815. 

The farm loans were scattered in fifteen 
States, the principal amounts being in Iowa, 
$229,200; Washington, $69,600; South Dakota, 
$57,300 and Kansas, $52,850. 
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All States Life Insurance 
Enters New Territory 


Walton V. Wall, George B. 
Reynolds Appointed Field 
Superintendents in Three 

States 





Over Eight Millions of Business 





Company has Made This Unusual 
Record Without Advancing Any 
Money to Agents 





Montcomery, ALA., August 12—The All- 
States Life Insurance Company is rapidly ex- 
panding under the progressive management of 
President Ben W. Lacy and his associates who 
launched this company a few months ago. Al- 
though the All-States has operated only seven 
months its agents have written over $8,000,000 
in applications, a production excelled by possibly 
only one life insurance company. 

The company has entered Mississippi, and has 
appointed Walton V. Wall Field Superinten- 
dent for that State and for Western Tennes- 
see. 


Wall’s Career 

Mr. Wall has a wide acquaintanceship in the 
territory to which he has been assigned. After 
representing the Penn Mutual in Alabama for 
a number of years, he located in Mississippi in 
1918, signing a contract with the Jefferson 
Standard Life, and for several years was one of 
that company’s largest producers in Mississippi 
and Western Tennessee. Mr. Wall has been 
particularly successful in writing large policy- 
holders. 

The supervision of Southern Mississippi has 
been entrusted to Charles E. Meredith, general 
agent at Mobile, whose agency has already paid 
for a substantial volume of business. 


George B. Reynolds 

George B. Reynolds has been appointed field 
superintendent and has been assigned to a group 
of counties in Southeastern Alabama. Mr. 
Reynolds successfully organized the Mississippi 
Fire Insurance Company, of Jackson, Miss., in 
1920. He subsequently served the International 
Life as vice-president. Mr. Reynolds is a capa- 
ble organizer and producer. 

The Northern section of Alabama is in charge 
of R. C. Horton, whose appointment dates from 
March 23. Thirty agents under Mr. Horton’s 
supervision have produced $800,000 in a little 
more than three months. 


No Advances to Agents 

President Lacy states in a communication to 
THe Spectator: “The company has operated 
seven months without advancing a dollar to an 
agent, and without paying a dollar in salary or 
cash allowance to an agent. We have no agents’ 
balances on our books.” 

It is usual and even necessary for many new 
companies to advance commissions to agents 
before business is written, so that the feat of the 
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Lincoln’ National Life Passes 
Seven Hundred Million 


Thirteen Million Gain for Month of 
July Breaks All Previous Records 
for Production 

The Lincoln National Life Insurance Com- 
pany of Fort Wayne, Ind., has passed the 
$700,000,000 mark in insurance outstanding. 
Figures just compiled by the actuarial depart- 
ment show the insurance in force on August 1 
was $705,808,768.00; this is a gain of more than 
$13,000,000 over the insurance in force on 
July 1. 

The July record of both written and paid 
business was again a peak in the history of 
the company and July was the fourth 1929 
month to exceed all previous records. On 
August 1, 1928, a year ago, The Lincoln Na- 
tional Life had in force approximately $550,- 
000,000.00 making the gain for the year more 
than $155,000,000 of insurance in force. 





State Mutual Life Assurance Has 20 
Per Cent Increase 

July paid-for production of the State Mutual 
Life Assurance Company, Worcester, Mass., 
shows a gain of 20 per cent over the same 
month last year. For the first seven months 
of this year the total paid-for business also 
shows a substantial increase over the same 
period in any previous year. The application 
of new and specific plane which have just beer 
developed to assist the general agent by building 
a successful organization, combined with the 
large amount of new sales material, are 
responsible to a great extent for the good show- 
ing in the opinion of officials. 


Field Manager Honored 

BattrmoreE, Mp., August 12.—Over $250,000 
in insurance policies was presented to Thomas 
J. Mohan, field manager of the Eureka-Mary- 
land Assurance Corporation, at a banquet given 
in his honor last week at the Sterling- Hotel, 
Wilkes-Barre, Pa. Stephen C. Hartment. gen- 
eral agent at the Wilkes-Barre office, made the 
presentation and announced the applications 
represented a week’s production of the Hart- 
ment agency which had also pledged a million 
this month in honor of Mr. Mohan. 

J. N. Warfield, president of the Eureka- 
Maryland, and A. W. Mears, secretary of the 
company, attended the banquet. 











All-States is quite remarkable. Mr. Lacy at- 
tributes the company’s success largely to its 
policy, as set forth in an interesting advertise- 
ment appearing in these columns last week. 
The territory is organized on a county unit 
basis, in cach State, with fractional State agen- 
cies embracing a group of contiguous counties. 
The company pays only commissions allowed by 
the New York insurance law, and does not 
make advances or grant personal loans. It is 
not depositing money in local banks as a means 
of getting business. The company has $700,000 
surplus protection for its policyholders, and has 
deposited $440,000 with the treasurer of Ala- 
bama. 
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Lapse Rate Declines 


Insurance Department Figures 
Show Continued Improve- 
ment in Canada 


Result of Cam paign 


Terminates by Lapse and Surrender 
Drops From 59.0 to 39.1 


in Seven Years 


A decrease last year in the lapsation and 
surrendering of life insurance policies in Canada 
is revealed by figures compiled from the re- 
ports of the Canadian Insurance Department. 

There is no problem in connection with the 
life insurance business which has_ received 
more attention from officials and executives of 
the companies during the past few years than 
the question of lapsation. The companies spend 
every year large sums of money in endeavor- 
ing to prevent policies from lapsing and to 
secure the revival of policies that have lapsed. 
A favorable indication that the looked-for 
results are being obtained through the efforts 
ot the life insurance companies to curtail this 
waste is indicated in the following figures. 

The amount cf business lapsed during the 
year was $298,524,197, or 28.56 per cent of 
the gross new business written, as compared 
with $284,481,284, or 29.95 per cent respectivel; 
in 1927. The total amount surrendered was 
$110,177,584 or 10.54 per cent of the gross new 
business written, compared with $105,069,919, 
or 10.88 per cent respectively in 1927. Combin- 
ing lapsed and surrendered business, there was 
for 1928 a total of $408.701,781, or 39.10 per 
cent of the gross new business written and 
for 1927, $439,551,703, or 40.83 per cent of the 
business written in that year. There was, 
therefore, a decerase of 1.30 per cent in lapses 
in 1928, and a decrease of 0.34 per cent in 
surrenders over the same period. Combining 
lapses and surrenders there was a decrease 
of 1.75 per cent in 1928 as compared with 1927. 
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insurance in force figure of 
The Lincoln National Life Insurance Company 
proaches the seven~ 

million mark at mid-year 1929, 








This lowering of the lapse ratio may be 
attributed to the great work of the company 
managers and executives who evidenced greater 
competency than ever before, and to life in- 
surance fieldmen who were better educated and 
better able to sell their product. 

It is the opinion of the companies in general 
that the practice of accepting premium notes 
increases the lapse ratio and for that reason 
the practice is being discontinued. 

The accompanying table shows the amount of 
new business written and amount terminated 
by lapse and surrenders, with percentage to 
new business for the past seven years: 


Pyramid Life Completes 
Organization 


Reports Excellent Start for July— 
Company Starts With $300,000 
Capital 
The Pyramid Life Insurance Company of 
Missouri, Kansas City, has completed its or- 
ganization and has been located in its home 
office on the eighth floor of the Security build- 
ing in Kansas City, since the early part of 

last month. 

The president of the company is John G. 
Hoyt, a well-known figure in the insurance 
world. Mr. Hoyt was formerly president of the 
Missouri State Life and has had many years 
of agency and executive experience. 

Fred W. Fleming, president of the Central 
Surety and formerly vice-president and chair- 
man of the board of the Kansas City Life, is 
chairman of the executive committee of the 
new company. Charles M. Howell is general 
counsel and E. L. Foutch, Kansas City business 
man, is treasurer. 

The company begins its underwriting business 
with a iull line of standard policies and is 
introducing several attractive special features. 
It has a capitalization of $300,000 and a surplus 
of $600,000. 
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American College Degrees 
Held Up 


Results of June Examinations Cannot 
Be Made Known Until After 
Sept. 4 Under Congressional 
Ruling 

3ALTIMORE, August 12.—Results of the June 
examinations of the American College of Un- 
derwriters will not be announced until next 
month, according to Ernest J. Clark, president 
of the college, who has issued the following 
statement, explaining the unavoidable delay : 

The American College of Life Underwriters 


announces the necessity of postponing action 
with reference to the granting of degrees. 

At the last session of the national congress, 
a law was passed providing that a license for 
any educational institution chartered under the 
laws of the District of Columbia be procured 
from the Board of Education of the District of 
Columbia before such institution shall issue 
any degree. 

The American College has filed application 
with the Board of Education for such license 
but the Board does not meet again until Sep- 
tember 4th, which necessitates a delay until 
after that date. 

The College has always maintained the high- 
est standards of educational prerequisities and 
scholastic attainment, consequently the directors 
feel that there will be no delay in the issuance 
of the necessary license when the Board of 
Education meets in September. 

In view of the fact that the College was 
chartered under the laws of the District of 
Columbia, this order of procedure is necessary. 

ERNEST J. CLARK, 
President. 


Equitable of Iowa Reports for July 

The Equitabie Life of Iowa recorded a 
production during July of $6,225,419, an in- 
crease of $894,252 over that written during the 
same period of 1928. 

Iowa led all States with a total paid-for pro- 
duction of $1,102,568 for the month. Other 
leading States were: Pennsylvania, $983,596; 
Illinois, $921,771; Ohio, $719,009; and New 
York, $409,630. 

R. J. Griffin of the Chicago-Lininger Agency 
led all agents of the Equitable of Iowa during 
July with a paid-for production of $110,000. 
The Rice Agency of Harrisburg led all agencies 
of the Equitable Life of Iowa in July with 
$229,050 of paid-for business. 
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S. T. Whatley As President 


Chicago Underwriters Furthering 
Candidacy—Now Vice-President 
of National Association 
At the solicitation of a large number of his 
friends and associates among the life under- 
writers of Chicago S. T. Whatley, manager of 
the Aetna Life in that city, has consented to 
become a candidate for the presidency of the 
National Association of Life Underwriters at 
the coming convention in Washington, D. C. 
Mr. Whatley is serving as vice-president of 
the national body at the present time and only 
consented to allow the use of his name for 
the presidency after considerable pressure had 
been brought to bear. A committee from the 
Chicago association waited upon him last week 
with a request that he allow them to present 
his name at Washington, whereupon Mr. 

Whatley issued the following statement: 

“IT have been asked by a number of men in 
the national association if I would be a candi- 
date at the next election. I have hesitated to 
respond in a favorable way because I knew 
that it involved considerable sacrifice in time 
and money. However, the call has become so 
strong that I have decided to allow my name 
to be used. I am not seeking the office in any 
manner. I will make no contest for it. If 
the delegates at Washington desire me to serve 
as head of their great organization I will accept 
and do my utmost to give a successful admin- 
I owe much to the Life Underwriters 
Association. I have been a member of it during 
my entire insurance career. If I can contribute 
in any way to forward the movement I will 
be happy to do so.” 

E. B. Thurman, manager of the Missouri 
State Life and president of the Chicago asso- 
ciation, said that the organization in his city 
is back of Mr. Whatley 100 per cent. 

Mr. Whatley is a native of Alabama and a 
graduate of the University of Alabama, class 
of 1907. 
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Equitable Life Nearing Seven 
Billion Mark 





Anniversary Year Expected to Break 
All Past Production Records— 
$360,000,000 Written Since 
January 

As the ceremonies marking the seventieth an- 
niversary of the Equitable Life Assurance So- 
ciety of the United States were concluded re- 
President Thomas I. Parkinson an- 
nounced that the amount of insurance in force 
with the society is rapidly approaching the 
seven billion mark. The exact amount at the 
time was six billion, five hundred and fifty mil- 
lion. Over three hundred and sixty million has 
been written since the first of the current year. 

The Equitable was organized in 1859 with 
fewer than 300 policy holders but today more 
than two million share the billions of insurance 
in force. Its growth since 1914 has been swift 
and steady. The anniversary year, officials de- 
clare, will eclipse all past records. 
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Estate Analysis Shows 
Needless Waste 


Average Skrinkage of More 
Than 18 Per Cent Indicated 
by Survey 


Shows Need of Planning 





Twenty-Two Thousand Estates Re- 


porting to Treasury Department 
Included in Data 





A recent analysis of more than twenty-two 
thousand estates based on reports to the United 
States Treasury Department shows an average 
shrinkage of 18.09 per cent in process of settle- 
ment. This analysis was prepared by the Cen- 
tral Hanover Bank and Trust Company, New 
York, and is one of the most complete works 
of its kind. The analysis shows that debts and 
mortgages accounted for more than half of the 
shrinkage, absorbing 9.67 of the entire loss. 
Federal estate and New York estate and in- 
heritance taxes, accounted for the major portion 
of the remainder. 

It is pointed out that careful planning of an 
estate would have materially reduced the shrink- 
age total in the majority of cases. An introduc- 
tion to the analysis was written by George W. 
Davison, president of the Central Hanover, in 
which was summed up a review of the findings. 
He said that from 15 to 50 per cent of the 
average cost of transferring property to the 
heirs might have been saved by proper planning 
of estates. 

Estates ranging from one hundred thousand 
to twenty-eight million were included in the 
analysis. Corporate stocks made up the largest 
item in the average estate, amounting to 38.02 
per cent of the entire group. Bond holdings 
were listed at 15.59, while other items were as 
follows: Real estate, 18.72 per cent; govern- 
ment and municipal bonds, 8.17 per cent; other 
bonds, 7.42 per cent; cash, notes and mortgages, 
11.44 per cent; life insurance, 2.74 per cent; 
miscellaneous property, 13.79 per cent. 

This analysis transforms into individual 
groups, ranging from an average of $100,000 to 
an average of $28,000,000, the 22,495 estates 
which were studied. This sub-classification in- 
dicates that on estates up to $4,000,000, the av- 
erage shrinkage is below that for the entire 
group but increases rapidly on estates of larger 
size. 

In the $250,000 group, for example, an aver- 
age shrinkage of $38,510 or 15.40 per cent is in- 
dicated, to take care of which the following 
assets might have to be converted, assuming 
that cash constitutes 20 per cent of the cash, 
notes and mortgages item; all life insurance, 
totalling $9,300; all cash, totalling $7,260; all 
Government and municipal bonds, totalling $14,- 
000; and $7,950 out of a total of $22,475 other 
bonds. This would leave $55,625 real estate: 
$14,525 other bonds, $78,175 corporate stocks: 
$29,040 notes and mortgages and $34,375 mis- 
cellaneous property. 
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More Convention Speakers 





Mass Production Subject Assigned 
to H. H. Armstrons—British 
Officials to Speak 

“Mass Insurance in the Era of the Second 
Hundred Billion,” will be the subject of an 
address to be delivered at the September con- 
vention of the National Association of Life 
Underwriters to be held in Washington, D. C., 
by H. H. Armstrong, vice-president of the 
Travelers Insurance Company of Hartford. 

Mr. Armstrong went to the Travelers as a 
liability special agent in the St. Louis office 
in 1905, after several years of selling and 
general business experience. In 1908 he went 
to the home office as agency assistant in the 
life and accident department. In 1911 he was 
made assistant superintendent of agents and in 
1924 he became superintendent of agents in the 
life, accident and group department. In 
November, 1927, he was elected vice-president 
of the company. 

Mr. Armstrong’s record and reputation in 
the life insurance world, not only as an exe- 
cutive, but as a speaker and toastmaster, makes 
him one of the most popular home office offi- 
cials. The importance of his subject, his rich 
experience and his striking personality insure 
an important contribution to the Washington 
program. 


‘ 


Enslish Official on Program 

Word has just been received at national 
headquarters of the National Association of 
Life Underwriters that one of the prinicpal 
officers of one of the largest English life 
insurance companies will be present at and will 
address the Washington convention. The name 
of the English company official will be released 
within a few days. 


American Medical Life Is 
Ready for Business 





First Unit of Newly Organized Hold- 
ing Company to Start Under- 
writing in Washington by 
September 

The American Medical Life Company, the 
first unit of the American Medical Life As- 
sociates, will start actual underwriting in 
Washington by September according to an- 
nouncement by assistant vice-president George 
A. Lovejoy. The American Medical Life As- 
sociates was organized in June of this year 
with $250,000 capital. Stockholders are dis- 
tributed throughout the State of Washington 
and the officials expect to hold formal opening 
with a million dollars of insurance in force. 

Dr. Charles R. Mowery is president of the 
company, Dr. E. S. Lambert is medical di- 
rector, Coats and Herfurth, San Francisco, actu- 
aries, and George Harding is secretary. Philip 
Harding was formerly secretary and general 
manager af the Western Union Life and or- 
ganizer of the New World Life Company of 
Spokane. He has been identified with the in- 
surance business for thirty-seven years. 
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Prudential Notes 


The company has established a detached 
assistancy in the city of West Palm Beach, 
Fla., to be operated from the Miami, Fla., 
district. Howard N. Haskell has been appointed 
detached assistant superintendent at this point. 

In recognition of their earnest effort, the 
following agents have been promoted to the 
position of assistant superintendents in the terri- 
tory operated by Division N: Ernest Conn, 
Washington, No. 1, D. C.; Ollie L. Moss, Char- 
lotte, N. C.; Bernard J. Messing, Norfolk, Va.; 
Charles H. Sykes, Nashville, Tenn.; Gerald J. 
Cordrey, Jacksonville, Fla, and Otho O. 
Manners, Nashville, Tenn. 

The industrial production leader of Division 
E for the past year, Agent Anthony Mastro- 
monaco, Pittsburgh No. 1, is still maintaining 
an outstanding record, and ranks No. 2 in the 
Division. Thus far during the current year, 
he has averaged 10.7 industrial policies per 
week. He is versatile, for he has also qualified 
for a silver merit button in the ordinary branch, 
and is listed as one of the leaders of the 
Division in the Intermediate section. 

Superintendent John H. Neabor, of the 
Maspeth, L. I., district, leads Division B in 
having the lowest industrial net lapse per cent. 
Superintendent John M. Varney, of Rockville 
Centre, is a close second. 

Superintendent William Wylie, of the Red 
Bank, N. J., district, is in first place in ordinary 
net increase proportionate and leading the super- 
inendents of Division O. The leadership po- 
sition maintained by Superintendent Wylie is 
being held with a firm grip and shows a com- 
fortable lead over his co-workers. 

The following have been recently admitted 
to membership, Class “A” in the Prudential Old 
Guard: 

Agents L. L. Connell, of Glen Falls, N. Y.: 
D. H. Moffitt, of Northampton, Mass.; A. D. 
Baker, of Cohoes, N. Y.; J. M. Burns, of 
Hoosick Falls, N. Y.; P. Puta, of Palmer, 
Mass.; I. A. Winn, of Springfield, Mass., and 
J. Colannino, of Providence No. 1, R. I., and 
Assistant Superintendent T. J. Ryan, of 
Northampton, Mass. 

Those who have recently been awarded merit 
buttons denoting the successful placing of 
$50,000 or more of ordinary business in Divi- 
sion I are: Agents P. Sharpe, of Albany; 
T. J. O’Brien, of Burlington, Vt.; W. L. 
McNally, of Holyoke; A. W. Milne, of Pitts- 
field; E. J. Nevarde, of New Britain; C. A. 
Pierce, of Bridgeport; V. Terenzio, of New 
Haven; V. Bernardoni, of New Haven; F. J. 
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Mackowitz, of Norwich; H. Glasbury, of 
Bridgeport; J. D. Jones, of Norwich and F. 
Sirkin, of Waterbury; and Assistant Super- 
intendent F. Garofano, of Providence No. 1, 
Rit. 

Agent John T. Mulvey, of the Chicago No. 
12 district, recently completed twenty-five years 
of service with the company and was welcomed 
into Class “E” of the Prudential Old Guard. 
He started as an agent in the Chicago No. 2 
district on August 20, 1904, was transferred 
to the Chicago No. 3 district on December 26, 
1914, but later was transferred to the Chicago 
No. 1 district, where he remained until January 
17, 1925. Then he was transferred to the 
Chicago No. 12 district and is still acting in 
the same capacity. 

Agent L. C. Scheibelhut, of South Bend, Ind., 
leads Division R in ordinary net issue and 
ranks No. 23 in the company. 

Assistant Superintendent W. J. Vouivie, of 
Detroit No. 1, led Division R in ordinary net 
issue and ranks No. 12 in the company. 

The following promotions recently took place 
in Division D: Agents Charles A. Murray, of 
Lancaster; George A. Lister, of Philadelphia 
No. 10; Joseph Ross, of Philadelphia No. 9, 
and Joseph M. Lazarus, of Philadelphia No. 7, 
have been promoted to be assistant superin- 
tendents. 

Agent John D. Buler, of the Philadelphia 
No. 3 district, recently completed twenty-five 
years of continuous service and Assistant 
Superintendent Roger J. McKeown, of the 
Philadelphia No. 6 district, completed thirty 
years. 

Agent Harry L. Logan has been promoted 
to be an assistant superintendent at Batavia, a 
detached office of the Rochester No. 1 district. 


New York Life Gains 

New paid business of the New York Life In- 
surance Company in the first seven months of 
this year, amounted to $590,502,500, a gain of 
$25.230,100 over the same period in 1928. -Of 
the total, over $130,000,000 was contributed by 
agents in the New York district. 

Most sections of the country reported an 
increase for the seven months, indicating that 
business conditions in general continue to be 
good. On July 31st the total insurance in force 
of the company was more than $7,000,000,000. 


Metropolitan Life’s Net Termination 
Rate 

In the table printed with the editorial en- 
titled Terminations by Surrender and Lapse, 
on page 5 of the August Ist, 1929, edition of 
Tue Spectator, the net rate of termination 
for the Metropolitan Life, of New York, was 
shown as 7.23 per cent. This should have been 
shown as 5.23 per cent. This was an evident 
typographical error as the supporting figures 
show termination by lapse for the Metropolitan 
Life to have been 3.99 per cent, by surrender 
2.20 per cent, and by expiry 0.05 per cent, while 
the rate of revived insurance was 1.09 per cent 
or a total net rate of 5.23 per cent. 


Stanley K. McAfee Made Charlotte 
Manager for the Mutual Life 

Second Vice-President and Manager of 
Agencies George K. Sargent announces that 
the Mutual Life Insurance Company of New 
York has appointed Mr. Stanley K. McAfee, of 
Morristown, Tennessee, as its manager in 
Charlotte, North Carolina. 
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How Insurance Aids Prosperity 


Two and a Quarter Billions of Dollars Paid to 
American Beneficiaries Annually—Over 


received annually by the American 
people as benefits under insurance poli- 
cies of all kinds, says Louis F. Butler, president 
of three Travelers companies, Hartford, Conn., 
in an article which appeared under his name 
in the Boston Transcript August 9. Other 
points brought out in the article are as follows: 
A billion and a half is paid under life and 
those forms of casualty insurance contracts 
which protect people, rather than property. 
Half as much, or three quarters of a billion, 
is received as restitution for losses of property 
through fire, windstorm, collision, burglary, 
embezzlement, explosion and various other 
hazards to which property is exposed. 


T WO and a quarter billions of dollars are 


Over Seven Million a Day 

An average of seven and a half million 
dollars is turned over every business day to 
thousands of people who need financial assist- 
ance. 

The number of people benefited, as well as 
the amount in which they are helped, is aston- 
ishing. The figures of one insurance organiza- 
tion alone, the Travelers of Hartford, Conn., 
are indicative and illuminating. This organiza- 
tion, comprising three corporations writing 
nearly all forms of insurance, issues over nine 
hundred thousand checks and bank drafts a 
year for policy benefits—now averaging over 
3120 each business day. 

Many payments go to men disabled by in- 
jury—some under accident policies, some under 
workmen’s compensation contracts, some under 
automobile and other forms of liability insur- 
ance, some under the permanent total disability 
clauses in their life policies. 

For accidents involving people approximately 
$450,000,000 is paid out annually by all com- 
panies in America. This figure includes all 
of the payments made under personal accident, 
workmen’s compensation, automobile liability 
and other forms of public liability contracts. 
It also includes nearly 10 per cent of the 
amounts paid for death benefits under life 
policies. Some of the benefits merely reim- 
burse people for doctors’ bills in connection 
with minor injuries. Other benefits are for 
large amounts payable when a business man is 
killed in an automobile accident. 
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Half for Personal Protection 


Another large number of payments go to the 
families of men who died—some under life 
insurance contracts which these men bought at 
the persuasive suggestion of agents, some under 
group insurance provided through contracts 
arranged with employers, some under accident 
policies, some under workmen’s compensation 
insurance, some under various forms of liability 
insurance. 

There are many payments to policyholders in 
the best of health. These go to the men who 
bought life insurance or annuities to provide 
comfortable incomes in their later years of 
life. 

Then there are the payments to people and 
firms for the value of property lost through 
fire, collision, burglary, windstorm and explo- 
sion. 

There are also payments to those whose 
normally productive factories, stores, business 
blocks, apartments or other properties are ren- 
dered temporarily unproductive by fire, wind- 
storm or other casualty. In recent years there 
has been an extensive development of those 
forms of insurance which provide indemnifica- 
tion for the loss of earnings through damage 
to or destruction of property. Such forms of 
insurance are variously called use and occu- 
pancy, rents, rental value and profits protection, 
depending upon the kinds of property earnings 
which are covered. 


Stabilizes Financial Programs 

Some of the checks and drafts went to people 
in dire need and others to individuals and 
corporations whose financial programs would 
have been completely upset or merely disturbed 
had not the insurance funds been available. 
Insurance proved thousands and thousands of 
times daily that it was living up to its descrip- 
tion as a financial shock absorber, serving not 
only the individuals and firms insured by their 
creditors, bankers, and dependents. 

These figures measure in one way the extent 
to which the American people are served by 
the indemnification function of insurance. 

The totais do not even hint, however, at many 
of the varied values which policyholders and 
their dependents inherit from insurance, nor 
do they suggest how insurance strengthens the 


economic fabric and advances the social struc- 
ture of the country. 

The possession of any form of insurance 
reassures men and relieves them of worries. 
No one can estimate the value of the mental, 
nervous and physical health retained, nor the 
value of the increased efficiency of mental and 
manual workers who have lifted their cares 
by means of insurance. Just what part insur- 
ance has played in helping in this and other 
ways to make the country the most prosperous 
nation the world has ever seen will probably 
never be determined. We in the business know, 
none the less, that from insurance the people 
have received a substantial and very real con- 
tribution to which many have never given even 
a thought. 


Extension of Credit 

Many forms of insurance make the securing 
of credit possible and the extension of credit 
safe. Few homes could be acquired, few lines 
of mercantile business and commerce could be 
conducted on the present grand scale, without 
fire insurance. The credit of many closed 
corporations and partnerships would have to 
be restricted were it not for carefully arranged 
life insurance. And when the American people 
acquire in a larger measure the casualty in- 
surance habit, as well as the life and fire in- 
surance habit, both commercial and individual 
credits can be safely extended far beyond their 
present proportions. There are concerns in cer- 
tain lines of business today where stability and 
credit are threatened more by the law of 
liability than by the possibility of fire destroy- 
ing their physical assets, or death removing a 
guiding hand from the management. Through 
liability insurance their credit position can be 
vastly improved. The outstanding examples 
of such concerns are probably those which 
operate fleets of motor cars or use certain 
processes of materials which might cause 
catastrophes and in which many lives could be 
lost. That the casualty insurance habit is 
rapidly growing on the public is shown by the 
phenomenal growth of the casualty insurance 
business. Casualty insurance has already out- 
stripped fire and marine insurance, combined, 
in annual monetary return to the public in the 
form of benefits under policies. 
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In addition to the service of indemnification 
of losses, the service of removing worries, and 
the service of stabilizing and expanding credit, 
many lines of insurance carry with them special 
services. 

Along with workmen’s compensation insur- 
ance, which the laws of most States require, 
and with public liability insurance, which com- 
mon sense dictates, the manufacturer and mer- 
chant can secure the counsel and help of engin- 
eers trained in the prvention of accidents. When 
safety engineering service was first offered, 
many employers looked on it as a humane 
activity but as something that saved the in- 
surance company money and cost them real 
cash. There was no immediate acceptance of 
the fact that if accidents were reduced in num- 
ber and severity that advantages would accrue 
to employers, since insurance rates are based 
on experience. There was no general recogni- 
tion that accidents, even if the insurance com- 
pany paid the victims cost the employer much 
in the way of lost time, spoiled material, 
damaged machinery and impaired plant morale. 
It is still a shock to many employers to learn 
that those losses, which they bear and for 
which they receive no indemnification—amounts 


which are always incognito in cost figures and 
accounts—aggregate four times the amount paid 
employees as benefits under compensation acts. 

Most oi the early safety engineering work 
was along the line of removing or guarding 
hazards inherent in machinery and plants. Much 
progress has been made in the course of years 
and a recent examination of some 75,000 in- 
dustrial accident reports showed that only 10 
per cent of the injuries to workers are now 
the result of mechanical or plant hazards, while 
88 per cent are due to human failings, with 
the remaining 2 per cent apparently unavoidable. 

The safety engineering service which con- 
cerns itself chiefly with machinery and ignores 
workers, is therefore missing its objective in 
this day and age. The safety engineer who 
would succeed now must know as much about 
organizing shop forces for better methods and 
practices as he does about guards on machines. 

When an employer seeks a reduction in the 
cost of his compensation insurance through a 
reduction in accidents, he is in line to secure 
a reduction in t1e administrative as well as the 
claim cost. The compensation insurance rate 
is merely loss or claim cost plus a percentage 
for engineering, clerical charges, taxes, over- 


head and miscellanous administrative expenses. 
The employer who, on the other hand, seeks a 
reduction in his compensation insurance costs 
by hunting out a company that strives for 
economy only in selling and administrative ex- 
penses, sometimes finds that a lower percentage 
on a larger loss cost totals more than a larger 
percentage on a lower loss cost. 

In America, insurance has developed to mag- 
nificent proportions, partly because the country 
has prospored and partly because insurance has 
been a means to promoting prosperity. The 
same extraordinary inventive genius which has 
been displayed along mechanical lines has been 
evident in the development of insurance and 
its collateral services. Policy contracts in the 
older lines of insurance, such as fire, life and 
accident, have been steadily liberalized and 
broadened and made more useful to the public, 
while new forms of protection hz.ve come into 
existence whenever changes in our mode of life 
or business have come about, such as comes 
through the advent of the automobile in the late 
‘nineties, or the enactment of workmen's com- 
pensation acts in the years just prior to the 
World War. As other changes come, insurance 
will change and develop to meet the public needs. 





Budgeting Incomes for Life Insurance 
A Sound Argument on the Value of Apportioning the 
Weekly Salary as a Means of Making Good 
on Good Intentions Every Month 


[By A PrupDENTIAL REPRESENTATIVE | 

Thriftlessness, discouragement, failure of 
cherished building-for-the-future plans and in 
some cases bankruptcy are well nigh impossible 
misfortunes in the lives of those who have 
inaugurated and are adhering faithfully to some 
tested, workable system for making good on 
good intentions every month in every year of 
life. 

The thinking American citizen insists that his 
Government, State and Municipality shall make 
a budget of its estimate of known expenditures 
with provision for contingencies, covering a 
definite future period; since only in this manner 
can a basis of financial security be set up. It 
enables a nation, as well as a progressive busi- 
ness to match income and out-go, so that the 
spender will spend within his means. 

The fact that John Familyman does not feel 
equal to buying as much life insurance pro- 
tection for his dependents as he knows they 
should have, does not prevent him from buying 
as much now as his income will enable him 
to, and he forthwith proceeds to buy what 
he can. 

On the other hand, we find those who hesitate 
to start a budget plan for insurance-premium- 
Saving purposes insisting that when they are able 
to buy all the insurance they need it will be 
time enough to commence to budget for the 
premium. 

The man who cannot be prevailed upon to 
operate a complete budget but who has incurred 
certain definite obligations which he intends 
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to meet as they fall due, cannot afford not to 
split these obligations into twelfths and set 
aside this amount monthly. 

Take for example the man who is carrying 
or plans to carry life insurance calling for an 
annual premium of $600. He has not been 
converted to the wisdom of the idea of budget- 
ing his ether expenses such as home operating 
costs, clothing, shelter and food, meeting the 
expenses of these items as they come up from 
month to month. His insurance is a house of 
protection without which the whole home struc- 
ture would in all likelihood fall in the event 
of his death. 
month, orie-twelfth of his annual premium, 
placing this sum each month in a savings bank 


3y budgeting at least $50. a 


account at 4 per cent or 4% per cent interest, 
his $600. will have been accumulated through 
a painless process by the time it becomes due 
and he has the feeling always that even this 
limited budget plan is enabling him to retain 
perhaps his most valuable piece of property. 
All users of budgets, as well as budget author- 
ities, agree that it is not so much a matter of 
the percentage a saver allots for life insurance 
premiums or other investments as it is that 
he shall save something for each purpose. 
There miay be a half dozen. men in receipt 
of a $5,000 income and whose families have 
the same or a varying number of dependents 
but if the budget maker will determine with 
fairness to his particular circumstance how 
much life insurance he ought to have and the 
amount of premium he can budget each month 


without depriving his family of the essential 
things of life, he will be able to determine 
whether he should set aside 7, 8, 10 per cent 
or more ior insurance investment purposes. 

Prepared budgets have been suggested by 
many—the heads of home making centers, 
statisticians, banks and insurance companies and 
it is significant that the percentages recom- 
mended ior insurance premium-savings run 
from 6 per cent under incomes of $2,500 a year 
to 9 or 10 per cent under incomes of $5,000 a 
year. 

The head of the financial department of the 
home making centre of the New York State 
Federation of Women’s Clubs has recently sug- 
gested through its service bureau a budget said 
to fit conditions throughout the metropolitan 
area. It apportions the family income as 
follows: 





Weekly Salary of...... $50 $75 $100 
Monthly Expenditures: 

EOSHEATICE oo. isis.s aioe 15 Za 30 
Sele! | a 50 70 80 
ery o's (i a ie ore 60 70 75 
MST EES sa srciee stews aareerans 20 3D 40 
CQperatine® ...iseidsieedyale 25 35 50 
Tots: Ae: a ae 15 25 40 
Gifts and hospitality.... 15 20 30 
LS oc a ne es So 6 10 18 
SEWN shore ascension ace 10 35 70 
Monthly totals ........ . $210 $325 $433 


The amount of insurance protection which the 
$50 a week man may purchase by budgeting 
$180 a year for premiums would be approxi- 
mately $10,000. 

The annual income which the family would 
realize, if the proceeds of $10,000 of insurance 
were invested at 544 per cent, would be about 
$525 (ten dollars a week), not an adequate 
income for the family to be sure, but a start, 
at least, on a constructive life insurance 
program. 
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Accident Insurance a Featured Topic 
Noted Speaker to Address Women on Insurance 
Benefits at National Thrift Exposition 
Next Month 


F all forms of danger to prosperity— 
() for the individual, the community, the 

nation—leakage is one of the m°‘st in- 
sidious and expensive. It assumes 
forms, any of them annoying at the lowest 
end of the scale and practically fatal at the 
highest. 

To the individual, especially the working in- 
dividual, there is the ever present threat of a 
disabling accident. This is particularily serious 
for the professional or the person whose busi- 
ness is of such a nature that earnings depend 
upon continuity of work. It constitutes a very 
positive leakage—in one’s bank account—an«l 
may have serious consequences. For those who 
form part of an organization the possible efects 
are somewhat minimized, a share of the cost 
being borne by the organization in the shapes 
of regular payment for at least a part oi the 
period of disability. In this case it is the or- 
ganization that suffers from the leakage through 
paying for services that are not rendered. 


various 


Answer to the Problem 

There is a cure—or at least an alleviation— 
for every ill. Organizations as well as indi- 
viduals can benefit by the panacea for the 
trouble we are speaking of. The name of 
this panacea is casualty insurance. 

The rush, the strain and the pressure of our 
life today; the increasing’ complexity of the 
machinery of life, and the speed at which that 
machine is driven; these things have added 
enormously both to the possibility of accidents 
and to the gravity of the disturbance they are 
liable to cause. 

The insurance companies have recognized 
these conditions and kept up with them. Some 
of them deal exclusively with casualty business ; 
others have organized departments for such 
business and have found that service to the 
public works to their advantage in this as in 
other matters. 

It is not too much to say that all kinds and 
degrees of risk have been considered and pro- 
vided for. And it may be laid down as an 
axiom that no-one should be without coverage 
in accordance with his or her circumstances. 

The individual may be protected against the 
financial consequences of accidents major or 
minor, and an employing organization—or in- 
dividual—may take out a blanket policy cover- 
ing those who work for it. This is not the 
place to go into all the phases and ramifications 
of the subject. Suffice it to repeat that it is 
incumbent on everyone to protect himself and 
those for whom he is responsible. 

The National Committee for Women’s 
Financial Education, in its lectures or articles 
to women on the ways of safe guarding their 
money, has consistently stressed the importance 
of insurance in its various form. Accident in- 
Surance as an important protection is particu- 
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larly held up as indispensable to all workers. 

During the week, September 16th to 21st, 
the National Committee will hold a National 
Thrift Exposition at the 71st Regiment Armory. 
Here all possible ways of dealing with women’s 
money will be exhibited, following up the 
All classes of financial organizations 
will be represented, and the woman with money 
to invest will be very difficult indeed if she is 
unable to find something to her taste, which will 


lectures. 


also be both safe and profitable. 





Miss Edna V. O’Brien, Speaker at National 
Thrift Exposi‘ion 


At the head of the Exposition Board is Miss 
Edna V. O’Brien as chairman. Miss O’Brien 
is highly esteemed in financial circles for her 
character, her knowledge and her ability. More- 
over, she is interested in this Thrift Exposition 
as in the National Committee for Women’s 
Financial Education for the reason that both are 
working for the financial security of women. 

Naturally Miss O’Brien is a confirmed be- 
liever in insurance in all its aspects, not for- 
getting accident insurance. Of this she says: 

“Trite expressions, such as ‘Accidents Will 
Happen’ live and really have become common- 
place because of the truth they express. But 
their common usage has doubled our perception 
of this underlying truth until we stop to con- 
sider it in some fresh light. This has often 
occurred to me in relation to accident and cas- 
ualty insurance, for probably we have less con- 
trol over accidents that may happen to us, than 
we have over most of the other. even un- 
certain, events of our existence. 

“The State, big organizations, civic groups 
have all handed their energies to lessen the 
chances of public accidents and with successful 
progress—yet to us as individuals regardless of 
care and forethought, ‘Accidents Will Happen.’ 
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You may have been lucky, I may have been 
lucky, yet tomorrow through no fault of our 
own we may be laid low in the most unexpected 
fashion. And in that moment the protection of 
insurance may prove the one saving feature. 
The mental comfort of intelligent protection 
is alone worth a great deal 

“There is one feature, however, that as a 
woman, has always annoyed me, and that is 
that the insurance companies charge women 
more than they do men for the same policies. 
I do not think this is a fair approach to the 
cultivation of a field that could be much broader 
and more advantageous both to the insurance 
companies and to women.” 

It may be safely said that all of the dis- 
tinguished men and women who will be present 
as speakers at the National Thrift Exposition 
will hold the same view of this important matter. 
And it is to be expected that many converts 
will be made by the exhibits as well as by the 
speeches. 


Plan for Extension 

Further developments will follow naturally 
out of the committee’s lectures, plans for the 
extension of which are now being made. Some 
national organizations are co-operating in this 
work, which will grow in strength and influence 
as its benefits are realized. 

The exposition itself should do much for the 
cause at large, as may be seen from the interest 
shown not only by the institutions, educational 
as well as financial, that are participating in one 
way and another, but also from the names and 
numbers of those who are interested rather in 
the general welfare of the community than in 
specific aspects or causes. 

This is the first of a series of expositions on 
the same line to be given in the large cities of 
the United States, on a schedule of three or four 
each year. By this means not only will the 
local public be served, but local institutions will 
profit and national institutions strengthen their 
system and consolidate their work. 


IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re- 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 
lationshp a definite advantage to all 
those who rely on our service. 











Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 


ters of Insurance in Force 
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—to cover any age—a full set 
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INSURANCE TRUSTS 


By C. Alison Scully 


Here is a book you need. It deals clearly, comprehensively and instructively with the most significant and out- 
standing topic in the fields of trust service and life insurance. 

As Trust officer of a prominent financial institution, the author is an expert on trust agreements; and he not 
only knows his subject, but understands how to convey his knowledge to you so that you will remember and profit 
by it. He is also a member of the Bar in New York and Philadelphia. 


With the widespread interest in Insurance Trusts sweeping the country, life insurance agents, brokers, general 
agents and company executives cannot afford to be without an authoritative manual on the subject. The book 
also is of practical value to officers of banks and trust companies, attorneys and those business and professional 
men who require compact, definite and reliable information on trust agreements. Asa textbook, INSURANCE TRUSTS 
is especially suitable for universities, colleges, financial and banking courses and life insurance schools. Policy- 
holders too will find it useful in planning the disposition of estates. 

Get this book. It describes the making and operation of Trust established by policyholders for the handling 
of proceeds of their life insurance with bank and trust companies as Trustees. It discusses and explains funded and 
unfunded trusts, advantages of insurance trusts, mutual interests of insurance company and trustee, legal aspect of 
insurance trusts, duties of life underwriters and all phases of the question. Specimen trust forms are included, both 
revocable and irrevocable. Your copy of Insurance Trusts, (the price is only $3), should be ordered now from 


THE SPECTATOR COMPANY 
Sole Selling Agents 
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Frank Talks With Industrial Agents 


Build Solidly in a Limited Area—Cash in on the Friendship 





and Influence of Your Old Policyholders 
—It’s Profitable in the Long Run 


UILD solidly. It is a waste of time to 
B run all over town looking for new busi- 

ness, which even if written, will be dif- 
ficult and expensive to collect because it re- 
quires time and costs transportation. Scattered 
business is more likely to lapse. 

Confine your writing as far as possible to 
your own territory. Less time and trouble will 
be necessary for collection. Policyholders that 
you can see regularly and frequently have a 
tendency to stick. 


Ii there are homes along your route in which | 


you have no business, ask near neighbors who 
lives in them. Call on these people. Get ac- 
quainted with them. Solicit them. If you have 
handled your debit properly, your old policy- 
holders like you, and you can always refer your 
prospects to them. Their influence is a tre- 
mendous help. 


Value of Friendship 

The friendship and good will of your policy- 
holders is one of your most valuable assets. 
Their influence spreads all over the neighbor- 
hood. Any veteran in the business will tell you 
this is true. 

There are a great many removals in every 
town throughout the year, particularly among 
the industrial classes. Be on the lookout for 
them. Solicit the new comers in your territory 
as soon as they move in. 

In many cities there is an annual moving day. 
For example, in New York, it is October 1. 
You are aware of the custom in your own city. 
Be prepared for it, as it will bring your pros- 
pects right to your own door. 


The Main Point 


These are just a few simple hints for getting 
prospects in your territory. The main point is 
to build solidly in that territory. The grass 
may look green in other pastures but there is 
always some good picking close’at home. A 
small, intensively cultivated territory can be 
made just as profitable as a large, widely scat- 
tered one. The compact debit is so much more 
easily collected. Necessary back calls, the han- 
dling of various policy changes, cash surrender 
values, and claim payments take a smaller toll 
of time, leaving more free hours every week 
for writing new business. 

No agent is responsible for the condition of 
a debit when he is assigned to it, but he can 
soon remedy its condition, no matter how bad 
he finds it, and if he will make up his mind 
from the outset to build solidly, he will ulti- 
mately find that he has developed a profitable 
business. 
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The agent who cultivates a small territory 
intensively gains another advantage. He gets 
to know all of his policyholders intimately. 
If he gives proper attention to all the details 
of his business, he soon acquires a far greater 
influence than he would among the same number 
of policyholders scattered over a wider area. 
He can soon become “the insurance man” of 
the neighborhood. 


Agent Gains Prestige 

It was related of the late Harry Rosen that 
a large number of people in New York city 
voluntarily sought him out and had him write 
their applications. It was not because they had 
any preference for Mr. Rosen’s company, as 
it had hundreds of other agents in the metro- 
politan area, it was simply because these people 
wanted the distinction of having Mr. Rosen 
write their applications. 

All people like to do business with a suc- 
cessful or an influential person. This is un- 
denibaly true. Aim to make yourself the most 
successful agent in the section in which you 
operate. It is much easier to achieve this end 
if you build solidly. 


Three Ceea Haseds 


A New Leaflet That Gets Down to 
Rock Bottom Reasoning About 
Life Insurance 
“Three Great Hazards,” a new leaflet written 
by Ernest Grey, is just what a number of life 
insurance agents have been looking for because 
it is a piece of sales literature that speaks to 
prospects in their own language. It is calcu- 
lated to create a thoughtful state of mind in 
the prospect before the agent makes his call. 
There is so much literature on the subject of 
life insurance and so many reasons, all of them 
valid, advanced to advocate its purchase that 
both solicitors and prospects are apt to be led 
away from the fundamental benefits which life 
insurance offers and the primary reasons why 
every man should posses some measure of this 
protection. To avoid the confusion that is liable 
to attend the presentation of sales arguments 
is the goal of every life insurance agent and 
is, in fact, only fair to the prospect, whose 
mind should not be diverted from his funda- 
mental needs by involved explanations of the 

technical aspect of the subject. ¢ 

In the case of “Three Great Hazards,” the 
author sat down to write a leaflet which would 
help the agents of his company sell life in- 
surance and, clearing his mind of all he knew 
about dividends, estate conservation, optional 
methods of payment, etc., he set down in simple, 


direct language the three. most important un- 
fortunate occurrences in life and how life in- 
surance could alleviate the pain attendant upon 
them. He found that the three great hazards 
confronting all thoughtful men were first, 
physical disability; second, living too long and 
third, dying too soon. 

In a forceful portrayal of what physical 
disability means to the head of a family, the 
author, in a few sharply worded paragraphs, 
shows the hardships of a mother forced to 
become a wage earner, childrert required to 
curtail their education, and the crippled father 
sitting helplessly by while the tragedy unfolds 
before his very eyes. A simple statement to 
the effect that a disability income policy will 
banish this hazard clinches the argument for 
life insurance. 

Living too long sounds almost paradoxical 
but it is a very real problem, as the author 
of this leaflet points out, to a dependent, aged 
man. Life insurance makes a long life wel- 
come and fruitful, the author shows. 

The third great hazard, the greatest of all, 
is dying too soon. Dying, in the words of the 
leaflet, “before life’s ambitions have been 
realized; dying before your family has been 
provided for.” Death is not stressed in this 
pamphlet which advertises life insurance on the 
“live to win” idea, but it preaches that it is 
sheer folly to disregard the uncertainties of 
life, particularly the “three great hazards,” 
when they can be successfully forestalled by 
the purchase of a life insurance policy. 

The effectiveness of the leaflet, “Three Great 
Hazards” is greatly enhanced by striking: line 
drawings which illustrate each hazard and by 
an attractive cover i two colors which actually 
compels the reader to look inside. “Three 
Great Hazards” has been successfully used by 
a prominent life insurance company and is now 
being distributed for general use by The Spec- 
tator Company. It can be obtained at the 
following scale of prices: Sample copy, 10 
cents; 50 copies, $2.50; 100 copies, $4.50; 500 
copies, $18.00; 1,000 copies, $30.00; 10,000 
copies, $225.00. : 


Advocates Plan to Collect Hospital 
Bills 
3ALTIMORE, Mp., August 12.—Claiming that 
95 per cent of persons injured in automobile ac- 
cidents do not pay hospitals for treatment, Dr. 
Frank M. Houck, director of Johns Hopkins 
Hospital, declares it is a serious drain on re- 
sources and insurance companies should see 
that hospital bills are settled before beneficiaries 
are paid insurance policies. 
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Effect of the Disability 
Provision 
(Concluded from page 3) 

now see what happens if the same claims are 
valued on the basis of Hunter’s table and the 
reserves also put on the same table with the 
increase of 26% already referred to. The state- 
ment is as follows: 





Premiums Received .... $1,000,000 
Intcrest for one year at 
A eee re 35,000 
Bite CONS: foo ai5.s.5j0060 $1,035,000 
Disability claims for year $1,044,000 
Reserve at end of year. 512,000 
<Pee! en 51 | are $1,556,000 
POC AG RE A Ae te ea 521,000 


This statement shows an amazing apparent 
loss of $521,000 on the transactions, although by 
hypothesis not a penay has been actually lost. 
The above figures are sufficient to indicate how 
tremendously the true loss may be overstated 
by the Gain and Loss Exhibit figures, and even 
real profits might easily be turned into apparent 
losses for the same reason. As a matter of fact, 
the conditions given above would indicate a 
substantial profit to the insurance company, as 
it would have enjoyed interest in excess of 
314%, and in course of time the reserves re- 
leased on lapses would add materially to the 
credit margin. 

The actual reserves held by companies have 
been found to vary very greatly, and in some 
instances there seems to be no doubt that the 
arbitrarily large reserves set up for claims com- 
bined with reduntant reserves for active lives 
have contributed largely to the apparent losses 
shown in the Gain and Loss Exhibits. In the 
case of some other companies, where the re- 
serves have been carried on a smaller basis, the 
Gain and Loss Exhibit figures may be consid- 
erably nearer the truth. The fact is, however, 
that so long as the total of claims in course of 
payment is increasing rapidly, the present prac- 
tice of valuing the liability of the companies 
under these claims results in an overstatement 
of the annual losses, and, as stated above, might 
conceivably turn an actual profit into an ap- 
parent annual loss. 


“Ninety Days” Provision 


In the case of the “Ninety Day” clause, some 
companies have increased their reserves in the 
same proportion as they increased premiums in 
order to incorporate the “Ninety Days” provi- 
sion. It is probable that the temporary claims 
which the “Ninety Days” provision produce in- 
crease slightly less rapidly with the age than 
do the truly permanent total claims, in which 
case the pro rata increase of reserves would be 
on the side of conservatism. 

The general situation seems to be that the 
reserves on active lives are in the aggregate 
probably equal to those that would be called for 
by a strict valuation on a table based on the 
most recent experience, reserves in some com- 
panies being redundant and in others probably 
insufficient. If, however, a calculation of re- 
serves by the hypothetical new table were made 
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on the basis of 4%4% interest and with an allow- 
ance for withdrawals (remembering that the net 
premiums charged do not allow for withdraw- 
als), unquestionably the current reserves in the 
aggregate would be more than sufficient notwith- 
standing the relatively high disability claim rate 
of recent years. 

So far as the various reserves set up for 
claims are concerned, there can be no question 
that in the case of practically all companies 
these are very substantially in excess of those 
really required, and whatever actual losses may 
have been incurred by the companies up to date, 
there does not seem to be any reason for doubt- 
ing that the true losses are very far below 
those indicated by the Gain and Loss Exhibit 
figures. 


Enhances Salability Life Insurance 

On the debit side, therefore, the worst that 
can be said is that some losses have occurred 
of unknown extent, but well within the indi- 
cated figures of the annual statement. 

On the credit side must be noted the fact that 
the incorporation of the disability benefits into 
life insurance contracts has made the latter far 
more salable than without such benefits. The 
very large fraction of those entitled to have 
the disability benefits incorporated into their 
policies that make request for the inclusion of 
such benefits is sufficient evidence of the at- 
tractiveness of the disability provisions to the 
buyers of insurance, and this has been so com- 
pletely recognized. 

The real value of the disability benefit to the 
company, however, lies outside of any appar- 
ent value as a business-getting device. Life in- 
surance companies are in exactly the same po- 
sition as all others offering service to the pub- 
lic, in that their continuation depends upon their 
offering service of a quality that renders them 
continuously valuable to the community. If the 
life insurance companies as a whole fail to 
move forward with the times, a point may very 
well be reached where their functions can be 
handled more efficiently by some other organi- 
zation as social efficiency improves, and what- 
ever opinion one may hold as to various human 
devices, one thing is quite certain, that when 
some arrangement has become obviously out of 
date and definitely inferior to some alternative 
arrangement, the earlier plan must give way to 
the better one. Those, therefore, who desire to 
see the life insurance companies maintain their 
position in the community are best serving their 
ends when they endeavor to make the life in- 
surance companies function so as to give the 
most complete service to the community that 
they are fitted to give. 

Any one who has studied the disability claims 
of any life insurance company has been im- 
pressed with the fact that in the great majority 
of cases the disability payments come as a god- 
send to a financially crippled family, and very 
often they serve to relieve what otherwise 
would be acute cases of distress. The exceed- 
ingly great value of these payments to the com- 
munity is abundantly established, and there can 
be no doubt that for the modern community un- 
der existing social arrangements the disability 
insurance provisions are of very great value. 


This being conceded, it may fairly be stated 
that if the life insurance companies are the or- 
ganizations best equipped to render this serv- 
ice, it is proper that the life insurance compan- 
ies should undertake it rather than leave the 
business to concerns less well equipped to trans- 
act it. Then there arises the incidental question 
as to whether the attachment of the disability 
benefit to a life insurance contract is advisable 
or not. This may be settled offhand by point- 
ing out that its inclusion with the life insurance 
contract serves two exceedingly valuable ends; 
first, the rate of expense is probably at least no 
more than half of what would be necessary 
were the disability benefits to be handled as en- 
tirely separate contracts and written independ- 
ently of life insurance; and, second, the neces- 
sity for paying a premium on life insurance as 
well as on disability insurance automatically 
prevents excessive disability insurance in the 
great majority of cases. The average individual 
is not prepared to pay to a life insurance com- 
pany for his insurance benefits more than about 
10% of his income, which except at the very 
young ages would generally limit the disability 
income to less than two-thirds of the appli- 
cant’s total income. While this automatic limi- 
tation does not relieve the companies from the 
necessity of careful underwriting it reduces the 
doubtful cases to a very small fraction of the 
total, and allows the great majority of the ap- 
plications to pass without question so far as 
the amount of disability income applied for is 
concerned. Because of these conditions, and 
because of the close relationship between disa- 
bility insurance and life insurance, the evidence 
is overwhelming that the best equipped and, in- 
deed, at the present time the only organizations 
equipped at all to sell disability benefits to the 
public are the life insurance: companies. 

It seems abundantly clear, therefore, that the 
life insurance companies’ venture on the disa- 
bility field has not been a mistake, and even 
though some insurance has been sold at premi- 
ums that may prove insufficient, the situation 
can be rectified by careful management, while 
still leaving to the companies the substantial 
gains which appear to the credit of the disa- 
bility transactions. 


UNQUESTIONABLY 


We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
| tractive policies. 














Some good territories may be had in 
Michigan, Pennsylvania, Indiana, II- 
linois, Missouri and California. 


| Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 
SOUTH BEND, INDIANA 


Stock Company, Authorized Capital, $1,000,000 | 
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Answers To Examination Questions 
A Composite Set Made Up from Replies by Candi- 





dates for Degree in American College 


The accompanying answers to the questions 
contained in the June, 1929, C. L. U. examina- 
tions form a composite set made up from the 
replies of various candidates for the C. L. U. 
degree. This set does not purport to show per- 
fect answers to each question, nor to indicate 
that the answers presented were the best which 
appeared on any paper, but rather to give rep- 
resentative answers. Many of the questions and 
problems involved the use of judgment on the 
part of the candidate. Accordingly, no hard 
and fast solution could be expected. Credit 
was given for the reasonableness of a candi- 
date’s answer and the intelligence with which he 
applied his knowledge——Dean’s Note. 


* * * 


Answers to Part I—June C. L. U. 
Examination Questions 
(a) Economics of Life Insurance. 

Ouestion 1. (a) Why is life msurance re- 

ferred to as a “life will?” 
* & # 

Answer: Life insurance is referred to as a 
“life will,” because of the fact that it is a means 
of distributing that portion of the insured’s 
state (which is based upon his life value) to 
designated heirs (the beneficiaries under the 
policies). In the case of a property estate it is 
necessary to have a will for its distribution to 
the particular heirs or others to whom the de- 
ceased desired to leave his estate; otherwise the 
distribution would be effected under the in- 
testate laws of the State. The will would des- 
ignate the specific amounts or items which were 
to be paid to each named heir upon the death 
of the donor and thus the distribution would be 
accomplished. The situation in the case of a 
life insurance estate is much simpler. Here the 
insured, liaving capitalized his life value by 
means of life insurance has designated specific 
beneficiaries to receive the proceeds of the in- 
surance upon his death. The insurance compa- 
nies will then pay directly to the beneficiaries 
the amount of the insurance, just as the execu- 
tor of the estate would pay the amounts desig- 
nated in the decedent’s will. The settlement 
will, however, be accomplished much more 
quickly and without the numerous expenses 
which tend to deplete a property estate. By 
means of life insurance the insured has been 
able to “will” to those who survive him the 
pecuniary value of his greatest asset, his life. 





Question 1. (b) Name four advantages of 
the “life will,’ as compared with the “property 
will.” 

Answer: Some advantages of a “life will” 
as compared with a property will are (1) 
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of Life Underwriters 


Promptness in settlement. Property will are 
frequently contested with resultant delays in 
final settlement. Such is seldom the case with 
life wills for beneficiary clauses and designa- 
tions are ordinarily upheld by the courts and 
policy payments are not often contested. More- 
over, the executor of an estate is customarily 
given a year to settle the estate and does not 
make distribution until his final account is ap- 
proved by the courts which may not be until the 
end of that period even if there are no contests. 
Life policies are paid within a short time after 
death. 

(2) No publicity. Property wills are probated 
and the details frequently published. Further- 
more, the records are open for the inspection of 
the public whether from curiosity or selfish in- 
terest. If beneficiaries are specifically named 
in a life insurance policy, the company pays to 
them direct without any publicity. This is ad- 
vantageous to bentficiaries in freeing them from 
possible stock promoters, borrowers, and others 
who would like to get the proceeds as well as 
keeping their domestic financial arrangements 
secret. 

(3) No, or little shrinkage in estates. The 
property left under a property will may shrink 
in amount due to taxes, administration expenses 
and losses from sacrifice sales of assets. (a) 
Life insurance is exempt from the Federal 
Estate tax to the extent of $40,000 payable to 
named beneficiaries, in addition to the usual 
$100,000 exemption. (b) Only a few States 
subject it to an inheritance tax when paid to 
named beneficiaries. (c) There is no Federal 
income tax on it. (d) There will be no execu- 
tors’ fees, court costs or other administration 
expenses as the company pays direct to bene- 
ficaries. (e) There will be no forced sale of 
securities in an unfavorable market as may be 
the case with other securities and therefore no 
resultant sacrifice. 


(4) Payments may be made to beneficiaries 
under various optional settlement plans which 
will enabie the proceeds to be used in a way 
that will best safeguard the interests of the 
beneficaries and guarantee that the insurance 
for which the policyholder has made many per- 
sonal sacrifices shall attain its end. 





Question 2. What are the principles which 
you use in valuing the business worth of your 
clients for business life insurance purposes? 

Mate 


Answer: There are really three principles 
that I use to determine the dollar value of a 
client’s life to his business. (a) The earnings, 
which are a very direct reflex of good manage- 
ment, (b) the line of commercial credit, and 


(c) the percentage of his ownership in the 
business. 

Under (a), I would use a measure of from 
one to ten years’ earnings, depending on the 
charaiter of the business and the rapidity of itn 
character of the business and the rapidity of its 
chain grocery operator. His death would only 
reflect itself on that concern for perhaps one 
year as they would either adjust his loss or be- 
come bankrupt pretty rapidly. The death of an- 
other client—in the business of manufacturing 
machine belting—would affect the business ad- 
versely for several years at passing away, on 
account of the contract method of buying and 
the difficulty of replacing him. My formula 
there was a multiple of the annual average net 
earnings for the past ten years. As a practical 
proposition, there is no absolute formula. It 
becomes a matter of judgment, and the rule 
adopted by accountants for valuing goodwill is 
purely an abritrary one. On an earnings basis 
solely, the belting manufacturer should be in- 
sured for five times his average net for ten 
years, but there is a bond issue to be retired out 
of 20 years’ earnings which might necessitate 
more, 

Under (b), the measure should be an amount 
covering the average credit line at banks, in- 
cluding commercial paper. Better still, the peak 
credit line should be covered so that in small 
borrowing periods a surplus of insurance woold 
take care of any other emergencies arising 
from the death of the insured. If the business 
is dependent on an unusually dominating figure, 
the bonds or stock (preferred) in the hands of 
the public may well be the measure. Insurance 
has, in this connection great value as a sales 
point for the marketers of a new issue. 


Under (c), after fixing either an absolute 
price for the insured’s interest or a formula for 
valuing it, the amount of insurance should be 
the value at the time of insuring, or if the de- 
posits necessary for this be a deterrent factor, 
then a sofficiently large percentage so that there 
will be enough cash to pay over to make it pos- 
sible to borrow the remainder of the purchase 
price from the banks. 





Question 3. Explain how life insurance il- 
lustrates the principle of depreciation applied to 
the working values of human life. 

a * * 

Answer: Depreciation as applied to property 
means a gradual decrease in value each year 
due to wear, tear, etc. A good business man 
will set aside, in a proper fund, an amount of 
money each year, to take care of this deprecia- 
tion. Some kinds of property depreciate faster 
than others. A railroad will last longer than a 
coal mine, because the former can be repaired 
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B¢LTIMORE LIFE INSURANCE COMPANY | 
BALTIMORE, MD. 
WILLIAM O. MACGILL, President 
Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
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and maintained at par by proper expenditure. 

A human life has a value which can be 
roughly computated by capitalizing the future 
income at, say, 5 per cent. That is a human 
being has a certain number of years during 
which he can labor and produce. Even though 
he remains healthy and nothing prevents him 
from working his life value depreciates each 
year. It can be compared to the coal mine. 
Each year part of the assets (time, ability, etc.) 
of the life will be used. 

A life insurance policy will take care of this 
depreciation. Each year the insured pays a 
premium, part of which is set aside (in the re- 
serve) for the purpose of ultimately having a 
fund equal to the value of the life when it has 
been entirely exhausted. Should the insured 
die before his normal span has transpired, the 
entire value is payable at once. 





Question 4. Explain how life imsurance 
serves as property insurance in protecting the 
insured’s general estate. 

, te x 

Answer: Life insurance serves as property 
insurance in protecting the insured’s general 
estate because 

(a) It may be made available to pay taxes, 
administration expenses, last illness costs and 
other bills which would otherwise consume the 
property estate. 

(b) If life insurance were not available, it 
might be necessary to sacrifice other property, 
as real estate, bonds, etc., in an unfavorable 
market. For instance, in 1920, Babson’s list of 
representative bonds averaged 6.94. Now they 
are well over par. If it had been necessary to 
sell bonds at that time to pay off the expenses 
previously mentioned, there would have been a 
genuine sacrifice which might have cost the 
estate as much, if not more, than the various 
charges themselves. 

(c) From the foregoing it also follows that 
certain expenses may be reduced. For instance, 
if inheritance taxes are paid within three 
months in Pennsylvania, there is a credit al- 
lowed of 5 per cent. Conversely, there is a 
penalty of 1 per cent a month on overdue taxes. 
Life insurance proceeds may make it possible 
for the executor to take the discount and avoid 
the penalty. 

(d) Certain particular pieces of property 
may be kept intact without causing family dis- 
sension. An interest in a business, a farm, a 
residence, a country place, etc., may be left by 
a father to a particular son and other children 
be given life insurance proceeds. Thus, it isn’t 
necessary for certain pieces of property to be 
sold in order that all children may be treated 
equitably as might otherwise be the case. They 
can be left to those best able to use them and 
the hard feelings of others obviated by life 
insurance proceeds. 

(e) Servants, philanthropic institutions and 
others may be given life insurance proceeds and 
other property estate kept in a family if that 
seems desirable to the insured for business or 
sentimental reasons. 
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Question 5. In discussing the life insurance 
needs of a young man without dependents, what 
are the main points which you would empha- 
size? 

* * * 

Answer: To a young man without depend- 
ents I would urge life insurance because it 

(a) promotes personal endeavor. If a man 
has a life insurance program to maintain, he 
will work harder to accomplish his end. 

(b) promotes thrift. It is a semi-compulsory 
form of saving. A young man would be more 
likely to reach a definite savings goal if under 
compulsion. Moreover, a reputation for thrift 
is an advantage in a business way so he is aid- 
ing himself indirectly with his employers. 

(c) enables him to create an immediate estate 
which will be administered by a competent com- 
pany and which will permit him to die at par, 
to leave something to charity or other good 
cause and give him a feeling that his life has 
counted for something in this world. 

(d) strengthens his credit. If he decides to 
go into business for himself, his credit will be 
better not only because of the cash value, but 
because carrying of life insurance is itself an 
index of a man’s character and, if payable to the 
business, safeguards against the loss of human 
attributes whose presence may mean success to 
a business and whose absence may spell failure. 

(e) is a good investment. Life insurance is 
a good investment from the standpoint of mar- 
ketability (the full legal reserve is ordinarily 
obtainable with most companies after the first 
five years, and after the first two or three with 
many), borrowing capacity (loans may usually 
be made up to 94 per.cent of cash value, and at 
6 per cent interest), convenience of payment, 
stability of value, title to a part, safety and fair 
income return. If the cost of the decreasing 
term protection is eliminated, M. A. Linton has 
shown that the return on many policies at dif- 
ferent ages is over 5 per cent on the investment 
element of the contract. A great deal more 
could be written on the above points if time 
would permit. 

(f) may be needed later when the would-be- 
policyholder cannot pass the necessary exami- 
nations. I think a young man should carry life 
insurance even when he has no dependents, sim- 
ply to assure himself that he has it in case he 
should have dependents, as most young men 
will, later. But even if he has no other de- 
pendents, he will be dependent upon himself in 
his old age and should carry it for that reason. 





Increase for Seven Months 

The Missouri State Life Insurance Company 
reports a most satisfactory gain in paid-for 
production during the past seven months of 
1929, with a total of $205,420,387, ordinary and 
group life, according to Hillsman Taylor, 
president of the company. This is a gain of 
31 per cent over the corresponding period in 
1928. 

During July of this year $32,388,292 of in- 
surance was reported paid-for, as against 
$20,890,275 during July, 1928. This is an in- 
crease of $11,498,017. 
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Prudential Group Contracts 





Nineteen Prominent Industrial Or- 
ganizations Sign for Nearly Five 
Million Protection for 
Employees 


Newark, N. J., August 14.—The Prudential 
Insurance Company of America announced 
from its home offices here today the adoption of 
group life insurance protection by nineteen in- 
dustrial organizations throughout the country. 
The total amount of insurance involved is $4,- 
860,700, covering 4264 lives. 

Seventeen of these concerns acquired the in- 
surance on the contributory plan, the workers 
paying a part of the premiums and the employ- 
ing company paying the remainder of the ex- 
pense, while two are of the non-contributory 
type, the insurance being issued to the employees 
without any cost to them. The policies in- 
volved and the number of lives covered follow: 

Contributory—Denver Tramway Corporation 
and the Denver and Intermountain Railroad 
Co., Denver, Colo., 998 lives for $998,000; Hat- 
field Rubber Works, Inc., Hillside, N. J., 75: 
lives for $107,000; Swartzbaugh Mfg. Co., To- 
ledo, O., 82 lives for. $118,000; The Hutton 
Company, Kingston, N. Y., 68 lives for $68,000; 
U. S. Rubber Reclaiming Co., Inc., Buffalo, 
N. Y., 330 lives for $337,000; Woodbridge 
Ceramic Corporation, Woodbridge, N. J., 52 
lives for $59,500; A. J. Miller Co., Bellefon- 
taine, O., 88 lives for $97,000. Also, the Frank- 
lin Motor Car Co., St. Louis, Mo., 50 lives for 
$68,500; C. F. Massey Co., Rochester, Minn., 50 
lives for $106,000; Latex Iron & Steel Works, 
Inc., Shreveport, La., 61 lives for $75,000; Mis- 
souri and N. Arkansas Railway Co., Harrison, 
Ark., 635 lives for $921,000; General Brass Co., 
Detroit, Mich., 301 lives for $329,000; Dubuque 
Fire and Marine Insurance Co., Dubuque, Ia., 94 
lives for $94,000; Consolidated Supply Co., 
Portland, Ore., 71 lives for $124,000; Wennonah 
Cotton Mills Co., Lexington, N. C., 108 lives. 
for $73,200; Florman Mfg. Co., Pueblo, Colo., 
56 lives for $73,000; and the Wheeler-Okell 
Co., Nashville, Tenn., 67 lives for $74,500. 

Non-contributory—Brunswick Laundry, of 
Jersey City, N. J., approximately 1000 lives for 
$1,000,000, and L. W. Proctor, Inc., of Brook- 
lyn, N. Y., 78 lives for $78,000. 


Pacific Mutual Life Increases Capital 

Stockholders of the Pacific Mutual Life In- 
surance Company of Los Angeies, Calif., have 
approved the plan to increase the outstanding 
capital stock by 40,000 shares at $10 par. They 
also approved the issuance of rights to stock- 
holders of record August 14 to subscribe to new 
stock in the ratio of one new share at $50 for 
each ten shares held. Rights expire September 
30. 


—Battimore, Mp., August 12.—Charles I. Jamieson, 
a member of the staff, will represent the George A, 
Myer agency of the Guardian Life Insurance Company 
at the annual convention of the company at Estes 
Park, Colo., on August 22. 
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Missouri Insurance Company 


ST. LOUIS, MISSOURI 
CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31, 1927 $784,034.00 

















Hitting The Mark With 
INTER-OCEAN 
POLICIES 







WANTED. 
Wy GENERAL 
AGENTS 


We have some attrac- 
tive district and state 
agency contracts open 
for some good organiz- 
ers who want to de- 
velop independent busi- 
nesses for themselves. 
If you have had no ex- 
perience in organization 
work, do not apply. 






Health and Accident 
Insurance Only 
Write 


W. G. Alpaugh 
Vice-Pres. and Secy. 


INTER-OCEAN CASUALTY COMPANY 
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CINCINNATI, OHIO 
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FREDERICK RICHARDSON, United States Manager 
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THE PEOPLES LIFE INSURANCE C0. 


(Illinois) 
A Legal Reserve Co. Organized in 1908 
Every Desirable Provision 
Contained in our Policies 


Peoples Life Bldg. 
Chicago 


SEYMOUR STEDMAN, Pres. 


Home Office 








C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR LIFE INSURANCE COMPANY 
General Offices: Physicians Building, Jacksonville, Fla. 
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Illinois — Indiana — Iowa — Kansas — Kentucky — Michigan — Minnesota 


—Arkansas—California—Colorado— 


Oregon—Pennsylvania—Tennessee — Virginia Washington— West Virgin 


“INDEPENDENCE FOR DEPENDENTS” 


Request details for our remunerative contracts for 


AGENCY MANAGERS 


for, Colorado, West Virginia, Illinois, Indiana, 
Pennsylvania and Ohio 


You will benefit by our special attention now to these States 


Security Life Insurance Company of America 
184 North La Salle Street, Chicago 
0. W. JOHNSON, President 8S. W. GOSS, Vice-President 
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SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 Louisville, Ky. 
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N. Y. Department to Report 
on Holding Companies 


Supt. Conway Announces Bu- 
reau for Examination of 
Such Corporations 


Aliest M. Butien ta Clits 





Sale of Stock of Such Corporations 
Will Not Be Licensed in New 
York Without Examination 





Albert Conway, superintendent of insurance 
of the State of New York, has announced the 
formation of a bureau, in charge of Albert But- 
ler, chief examiner for fire insurance companies, 
for the purpose of making examinations and 
reports upon insurance holding companies. The 
creation of these holding companies has been 
one of the most outstanding developments in the 
movement towards giant fleets of companies 
and the announcement of the New York super- 
intendent is the first step to place them under 
official scrutiny. Mr. Conway’s announcement 
says: 

Since January lst, I have been called upon 
continuously to license, under Section 66 of the 
Insurance Law, the sale to the public of stock 
in insurance holding companies,—a holding com- 
pany, under the Insurance Law, being a corpor- 
ation or joint stock association which holds or 
is engaged in the acquisition of the capital stock 
or major portion thereof of one or more insur- 
ance corporations for the purpose of controlling 
the management thereof, as voting trustee or 
otherwise. Some of the.so-called “investment 
trusts” may come within this definition. 

I have also been called upon to license the sale 
in New York of capital stock of non-admitted 
insurance companies, but in such cases the pub- 
lic has access to periodic official reports of the 
company’s home state, whereas with holding cor- 
porations, there is in most cases no machinery 
for making periodic examinations and official 
reports thereon. 

As a matter of public protection, I have de- 
termined to create an additional Bureau in the 
New York Insurance Department for the pur- 
pose of examining and making periodic public 
reports upon insurance holding corporations. 
This, it seems to me, is required by Section 39 
of our Insurance Law. 

The newly created Bureau will commence 
functioning immediately. It will be under the 
direction of Albert N. Butler, who will also 
continue to be Chief Examiner of Fire and 
Marine Companies. The reports on examina- 
tions of these holding companies, which I hope 
to have made yearly, will be available to the 
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Premier Insurance Corporation 


Will Move to Washington 





New Fire Carrier, Owned by Insur- 
ance Investment Trust, Has Capital 
and Surplus of $4,000,000 

Battraore, Mp., August 12—The Premier 
Insurance Corporation of America will shortly 
transfer its home office from Baltimore to 
Washington, “because of the many advantages 
offered in the District,” it is stated. Office 
space has been leased by the corporation in the 
new Shoreham Building and the move will be 
made immediately upon completion of the build- 
ing. 

The Insurance Corporation of 
America, is a $4,000,000 company owned out- 
right by the Insurance: Investment Trust, Inc., 
according to a statement made by Herbert O. 
Stoddart, president of both organizations. It is 
capitalized at $1,000,000, and has a surplus fund 
of $3.000.000. It will be operated as a standard 
fire insurance company doing business in every 
State of the Union. 

That Washington is the logical center for 
such an institution is the reason given for the 
transfer to tht city. The company will do 
business throughout the country and draw 
funds from the north, east, south and west, it 
was stated. The District of Columbia, the State 
of Virginia and the State of Maryland, are pay- 
ing out annually in premiums upwards of 
$150,000,000, and getting back in the form of 
losses, some $50,000,000. 

The holding company, the Insurance Invest- 
ment Trust, Inc., is a $5,000,000 corporation, 
and negotiations are in progress to absorb other 
smaller fire insurance companies which have 
been successfully operating for many years, 
with the cbject of forming a powerful fleet of 
such companies under the one central control 
and management. 


Premier 





public. 

I shall not hereafter license the sale in this 
state of stock of a holding corporation of an- 
other state, unless that corporation is either un- 
der supervision of some official department of 
its home state which makes periodic public re- 
ports, or else provision is made for the main- 
tenance of an office in New York so that this 
Department may examine and report upon it. 
Similarly, I shall not license the sale in this 
State of stock in a non-admitted insurance com- 
pany that is not under some State or govern- 
mental supervision, or for which official periodic 
public reports are not made. 





Companies Agree to Rate 
Reduction Demands 


196 Stock Seale Announce 10 
Per Cent Cut Through 
Missouri Bureau 


Effective as of Febraary 1, 1928 


Policyholders in 114 Companies May 
Sue for Refunds on Purchases 


Since November 15, 1922 


An immediate reduction in their rates on fire, 
tornado, hail and lightning insurance of 10 per 
cent will be made by the 196 stock fire insur- 
ance companies operating in Missouri, Gover- 
nor Henry S. Caulfield and Superintendent of 
Insurance Joseph B. Thompson were notified 
August 9th by Waterworth & Terry, managers 
of the Missouri Inspection Bureau. 

The rate reduction will be made effective as 
of February 1, 1928, and will save approxi- 
mately $2,000,000 annually for the buyers of 
insurance in the state. In addition about $3,- 
750,000 will be paid back on insurance policies 
taken out since February 1, 1928. 

In addition the policyholders of 114 com- 
panies that entered into the stipulation with the 
Missouri Insurance Department in 1922, in the 
early stages of the efforts of former Insur- 
ance Superintendent Len C. Hyde to cut the 
Missouri rates, will have the right to file indi- 
vidual suits to force refunds on policies pur- 
chased as far back as November 15, 1922, the 
date that Superintendent Hyde selected to make 
his rate-reduction order of October, 1922. These 
114 companies in the stipulation agree to accept 
the rate cut if the court of last resort ruled 
against them and to supply the reduction to all 
classifications alike. 

While 155 of the insurance companies that 
were doing business in Missouri when Superin- 
tendent Hyde issued the 10 per cent reduction 
order, are still resisting this action in the United 
States courts, it is believed that all of this liti- 
gation so far as the state is concerned will be 
dropped. The question of refunds prior to Feb- 
ruary 1, 1928, is now apparently one for the 
civil courts to determine on each policy claim. 

The action of the companies in accepting the 


(Continued on page 25) 
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Two Faced Agent Spurns Fair Client 


Road-Bed Came Right Up and “Collided”’ 
with Car But Company 
Refused to Pay 


‘OME weeks ago THE SpecraTor commented 
favorably on the first of a series of articles 
on automobile insurance, by Dorothy C. Reid, 
running in McCall’s Magazine. Upon looking 
over the second installment, however, we find 
one or two lapses in truth and an inference, now 
and then, hardly calculated to create confidence 
in the integrity of the insurance agent. 

It seems that the heroine of the story bought 
a new car and entrusted her insurance problems 
to the best looking agent in town. (Right here 
we have a hot tip for agency superintendents 
for never, so far as we know, has sex appeal 
been listed among the qualities necessary to the 
successful agent.) “It was a simple task,” 
writes Miss Reid, “for the agent to persuade her 
to carry not only the five major types of in- 
surance, but hail and cyclone protection as well. 
She neither haggled about rates nor asked many 
questions. She was after insurance and she was 
getting it. The agent probably never sold poli- 
cies with more ease than attended this sale. 
He complimented her on her good sense in 
taking sufficient protection. From his stand- 
point, it was a good piece of business.” 

Two months later, continues the article, Molly 
had a bad accident—a result of skidding—and 
though she escaped with minor bruises, the car 
was completely wrecked. 

“The following day,’ we read, “the nice- 
looking agent called, inquired solicitously for 
her health and asked her if he could do any- 
thing for her. She assured him he could. Her 
car was useless and if he would take up her 
accident with the company and hurry a settle- 
ment she would appreciate it. 

“I’m sorry,’ said the agent, ‘we are not re- 
sponsible.’ : 

“Why not?’ she said. ‘How about my col- 
lision insurance ?’ z 

“*With what did you collide?’ asked the 
pompous, smug agent—his manner quite differ- 
ent from that day only two months past when, 
with no effort on his part, he had sold her the 
insurance. 

“*T collided with the road, didn’t I?’ asked 
Molly. 

““Exactly,’ continued the agent, ‘you collided 
with the road, but you must have read the road- 
bed exclusion in your insurance contract.’ ” 

It is hard for us to believe that any insurance 
agent could be such a despicable cad and bound- 
er, particularly one as handsome as the young 
man referred to in the article, but we suppose 
that such Jekyl-Hyde fiends do slip into our 
ranks occasionally. However, from what we 
know of insurance agents, he must have been 
dumb as well as beautiful for his attitude was 
certainly unorthodox to say the least. 


It would have been much closer to realty if 
the author had sent around an adjuster to 
Molly (we have no objection to the handsome 
young agent’s social visit). The adjuster, of 


Fire Insurance 


course, would have found no liability, where- 
upon the agent would have called up the home 
office and said something in this vein: 

“Hey, where the Hell do you get that stuff, 
turning down a claim on the best client I’ve 
got? Listen here, just take a look at my 
premium income and give her a break.” 

Then the manager of the claims department 
would scribble a memorandum: “Settled for 
nuisance value” and Moily would get another 
call from the adjuster only this time he’d come 
around with a blank check.” 

But after all, we’re grateful to Molly for 
her ingenious interpretation of “collision.” 
There was that time we came into the office 
with a black eye and the boys gave us the 
horse-laugh for saying we were in a collison. 
We had said to the guy, “Well, just try it if 
you think you’re big enough” and then, some- 
thing like Molly, we “collided” with his fist. 





Blue Goose Meeting at San 
Francisco 





Delightful Trip Through Yosemite 
Valley on Itinerary of 
Official Party 
Unusual interest is being evinced by members 
of the Ancient and Honorable Order of Blue 
Goose in the 1929 convention which will be 
held at San Francisco, Calif., September 24, 
25 and 26. Indications are that this meeting 
will attract the largest number and prove the 
most interesting in the history of the organ- 

ization. 

The official party which will leave Chicago 
September 16 on the “Blue Goose Special” are 
promised a most delightful trip via the Santa 
Fe through Kansas City, Newton La Junta, 
Alberquerque, the Grand Canyon, Los Angeles 
and the Yosemite National Park. Paul E. 
Rudd, grand -wielder of the goose quill, has 
written to members along the route advising 
them to make reservations on the special now. 
Arrangements have been made with the Santa 
Fe System for as many special Pullmans as 
necessary for the exclusive use of delegates, 
members, their families and friends. 











INTER OCEAN 
REINSURANCE 
COMPANY 


Cedar Rapids, Iowa 


“We appreciate the attitude of the Inter 
Ocean in every matter that has come up 
so far. We find that you are a delightful 
company to do business with.” 


—(From a letter recently received 
from a southern fire insurance com- 


pany.) 





REINSURANCE OF FIRE AND ALLIED LINES 


Pro Rata or Excess 


RICHARD LORD, President 
ROY E. CURRAY, Secretary 
KARL P. BLAISE, Ass’t. Sec’y. 
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New York Department's 
Fire and Marine Report 


Superintendent Conway Pre- 


paring 1928 Tabulation of 


Statements and Results 


Three Hundred Stock Compa- 
nies Included 








Premium Income for Year $21,895,225 
Greater Than in 1927 — Other 


Comparisons Show Increase 





Albert Conway, superintendent of insurance, 
is preparing to issue, shortly, the first volume 
of the seventieth report of his department, deal- 
ing with fire and marine insurance and sum- 
marizing the 1928 statements of such companies 
authorized in New York State. 

This volume is prefaced with the superintend- 
ent’s report to the 1929 Legislature, in the form 
of text and tables, reviewing the year 1928 and 
making certain recommndations. 

The aggregate business of 300 joint-stock and 
73 mutual fire and marine companies authorized 
in New York State during 1928, and their con- 
dition at the end of that year, are shown as 
follows: 


1928 Increase or decrease 
Over 1927 

Assets, December 31 $2,654,496,211 + $345,717,236 

EiSPAHROS: 0.665008 % 1,292,960,697 + 59,825,270 

307 er rrr 348,564,020 + 69,165,610 

SHAE DIES: 5 oles cies 06:3 1,012,971,494 -+ 215,726,356 
Premium income for 

2 Ee ae, Seen 1,043,434,296 + 21,895,225 

Total income...... 1,335,977,914 + 134,569,545 

Losses paid........ 470,886,370 — 13,390,082 

Total disbursements 1,094,009,302 + 38,067,926 


Risks written during 
year—fire 
Risks written during 
year—all other... 
In force at end of 
> = | re re ae are 228,075,856,777 


167,386,160,443 — 2,619,814,285 


174,104,199,264 -+15,338,473,124 


+10,665,982,434 


In addition to the above companies, seventeen 
Lloyds and interinsurers show assets of $22,- 
887,473 ; liabilities, $7,348.966 ; premium income, 
$8,409,566; losses paid, $3,074,638. 

The total of fire premiums received in New 
York State during 1928 by joint-stock and mu- 
tual companies was $103,729,046; fire losses in- 
curred, $43,271,136. 


Ocean marine premiums received by joint- 
stock and mutual companies in New York 
totaled $28,407,970; losses incurred $15,369,878. 


All premiums other than fire and ocean ma- 
rine received by joint-stock and mutual com- 
panies in New York, including motor vehicle, 
aircraft, inland navigation, tornado, windstorm, 
hail, sprinkler leakage, earthquake, etc. $40,- 
713,176; losses incurred, $17,830,526. 


Total amount of fire risks written by joint- 
stock and mutual companies in New York dur- 
ing 1928, $14,892,933,641; an increase of $266,- 
802,941 over 1927. 

Total amount of all risks other than fire 
written in New York, $41,102,772,752, an in- 
crease of $4,377,708,152; of which principal 
sum $7,591,288,739 covered ocean marine risks, 
an increase of $582,999,220 for 1928 over 1927. 
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Companies Agree to Rate 
Reduction Demands 
(Concluded from page 23) 
rate reduction under protest, as the letter of 
Waterworth and Terry points out that Hyde’s 
order was a clear evasion of the constitutional 
rights of the insurance companies, followed close 
upon the rejection by Governor Caulfield of the 
proposal of the companies that the litigation be 

compromised. 

On Monday, August 5, in rejecting the offer 
of the companies Governor Caulfield contended 
that he could not compromise or make any 
concessions on the question of the rights of the 
state to fix the insurance rates to be charged 
in Missouri. It now developed that his stand 
for the sovereign majesty of the Great State 
of Missouri will cost the policyholders of the 
state about $2,200,000 since the companies had 
proposed to accept the reduction as of January 
1, 1927, and to refund all excess premiums col- 
lected since that date. So far as the vast 
majority of the insurance buyers of the state 
are concerned it is a very costly victory for 
the State. However, had the compromise been 
accepted the policyholders of the 114 companies 
would be barred from making claims for re- 
funds prior to February 1, 1928. It is doubtful 
that any but the largest insurance buyers will 
make an effort to obtain refunds since Novem- 
ber 15, 1922. 





—Samuel MacMinn is manager of the Philadelphia 
office of the Globe & Rutgers Fire Insurance Company 
of New York in charge of suburban territories. 








j mpire State 
Jnsurance Company,” 
of Wotertown, 1.4. 


Heritage 


Prompt attention to 
details, friendly co- 
operation for speedy 
and efficient service, 
unvarying fairness 
with agents and pol- 
icy holders! Such are 
the principles of our 
founders — an envi- 
able heritage which 
these two companies 
make every effort to 
uphold. 
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Heads Marine Department 
of Travelers Fire 





John C. Braislin Leaves Fire- 
men’s Fund—Will Direct 
Transportation Lines 





Has Splendid Training 





Rapid Growth in Travelers Inland 
Marine Business Since 1926— 
Does Not Write Ocean Marine 





John C. Braislin, of New York, will join the 
staff of the Travelers Fire Insurance Company, 
of Hartford, Conn., next month as head of the 
marine department. In his new position he will 
have complete supervision of the underwriting 
of tourists baggage, parcel post packages, goods 
shipped by truck, railway or boat, furs in stor- 
age, registered mail and the many other kinds 
of movable property which are not ordinarily 
insured under regular fire insurance policies. 

This class of business has been written by 
the Travelers Fire Insurance Company since 
1926 and there has been a rapid growth in the 
volume during the past two years. The Travel- 
ers has done no ocean marine business and does 
not contemplate entering that field, but will ex- 
tend its activities in the inland marine classes. 
Mr. Braislin’s experience has been extensive in 
all lines of inland marine activities and he has 
an enviable record as a successful underwriter 
of these classes. 

Mr. Braislin is a graduate of the Depart- 
ment of Naval Architecture and Marine Engi- 
neering of the Massachusetts Institute of Tech- 
nology and a post graduate of Harvard Uni- 
versity. He is licensed as a mate for steamers 
of any tonnage, any ocean, having served his 
apprenticeship at sea and ship yards. During 
the late world war he served overseas as a con- 
struction officer and navigating officer of troop 
ships and ammunition carriers. In 1919 he was 
general foreman and superintendent of the 
Morse Dry Dock and Repair Company and in 
1920 joined the U. S. Salvage Association and 
American Marine Insurance Syndicates. In 1922 
he went with the New York marine office of 
the Firemen’s Fund Insurance Company and a 
year and a half later was made Manager of the 
Western Ocean Inland Marine business for 18 
states, with headquarters at Chicago. In June, 
1927, he returned to New York as Assistant 
Manager of the Atlantic Marine Department of 
the same company and has been assistant man- 
ager and underwriter of the marine, inland ma- 
rine and all risks classes for the Firemen’s Fund 
and its subsidiaries, the Home Fire & Marine 
Insurance Company and the Occidental In- 
surance Company of San Francisco, with head- 
quarters in New York City. 


Brokers’ Association Moves 
The offices of the Fire, Marine and Liability 
Brokers’ Association of the city of New York 
hae been removed to 100 William street, New 
York city, room 1460. The new telephone 
number is Beekman 6884. 
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NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 


Marsh & McLennan 
INSURANCE 
Marine 


Fire _ Liability 


164 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
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OPPORTUNITY! 








Desirable Territory Open for Gen- 
* eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 





























INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over $28,000,000.00 
Insurance in Force - - $141,492,727.00 


A. C. TUCKER, President 


























THIS NEW BOOK 


What About Accident 
and Health 


Insurance? 





Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportunity it offers salesmen? Can you sell 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 
hook by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other fornis of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
hook and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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of 100 Leading Fire Insurance Companies* 


Und. Income 
Jan. 1, 1919 


Losses and 
Underwriting Profit Jan. 1, 


Loss Jan. 1, 























Name and Location of Company to Jan. 1, Expenses In- 1919 to Jan. 1, 1919 to Jan. 1, 
1929 curred Jan. 1, 1929 1929 
1919 to Jan. 1, 
1929 
Thirty-two Companies of New York State 3 $ $ $ 
Agricultural, Watertown................... 47,147,090 47,886,894 ..... : 739,804 
American Alliance, New York.............. 14,060,924 12,087,146 ks) yt Ser 
American Eagle, 2 oan 39,099,310 39,052,079 Pros F 
American Equitable, New York............ 15,419,736 et eee 1,494,344 
Bankers and Shippers, New York........... 24,901,320 MATIOR Oidwosis. vac 1,378,467 
I ain ih sc czn'ce 12,449,494 12,834,716... 385,222 
City of New York, New York.............. 21,203,673 yi. ee eee 197,015 
Commonwealth, New York................ 26,421,217 26,184,177 EE = aatdlanwes 
Continental, New York... ................ 201,333,452 194,800,433 DL, eee 
Fidelity-Phenix, New York................ 166,180,626 163,653,746 rd.) ape eee 
Glens Falls, Glens Falls................... 69,356,307 (bo % yn ae 965,165 
Globe & Rutgers, New York............... 249,417,072 256,731,231 .......- 7,314,159 
Great American, WOW SOUR wicc oes ceccus 185,362,218 185,125,731 yp. er 
Hamilton, N LO: Te eee 9,619,357 8,800,681 CL la te EES 
Hanover Fire, New York.................. 43,629,776 42,958,379 i? lll ae 
Home, New York ROE RIS BES ee A 430,680,967 426,146,083 Ci} | eee 
Importers and Exporters, New York........ 21,112,884 22,177,940 yee 1,065,056 
International, New York.................. 42,397,475 42,304,973 CM > Seecenes 
Knickerbocker, New York................. 8,884,497 ee: ere 1,072,876 
Mercantile, New York.................... 14,204,606 13,872,497 Game Snddeawe 
Merchants Fire, LC 2G eS 31,982,409 31,204,489 yc | rs ee 
National Liberty, New York............... 69,740,034 70,762,981 Sudereneds 1,022,947 
Niagara Fire, New York................... 96,984,719 96,972,871 11,848 =... 
Northern, New York. dae nneeettaaie eee 20,829,840 20,727,974 101,866 Rey SoBe: 
North RIVER, NOW NOU so acs ccciecnccasces 77,308,008 78,630,679 ; aes 1,322,671 
Pacific, New York............... Saat 24,869,3 2 24,18 ),956 679,385 wa 
. 
Queen, New NEM ds ited me Bae lS 91,281,109 87,201,835 BOTRTITO” — adisudes 
Star, PO” 2 ee COS 18,060,267 tS See 805,279 
Stuyvesant, New York.................... 18,610,708 | en 743,221 
United States Fire, New York.............. 109,344,916 111,614,300 2,269,384 
U. S. Merchants and Shippers, N. Y........ 29,293,508 30,298,004 =... . 999,496 
Westchester, New York................... 74,220,340 76,686,518  ........ 2,466,173 
Forty-fire Companies of Other States 

OTM, TEAURM 5.225 0c corna's sp asa ween ee 237,893,059 239,619,128 ........ 1,726,069 
Allemannia, Pittsburgh.................... 18,083,202 18,526,399 a 443,197 
Alliance, Philadelphia..................... 28,777,530 28,584,911 1 || ee ee ree 
American Central, St. Louis. ............+. 42,532,450 44,160,903 1,628,453 
BUMNIGAN, NOWEIN 5 9 i0.ccoicsieesciscacaarets 107,291,877 107,898,593 606,716 
Automobile, Hartford..................... 148,694,738 163,730,780 mee 15,036,042 
NMR MEM sc-'cos < c'o's se aceiein we aneinxi hens 68,464,474 68,101,113 05308 - Saas 
California, San Francisco.................. 20,144,892 20,587,916 Syeieee 443,024 
Remnant ATEN in. fo ce case cde os 45,452,893 45,874,850 421,957 
Concordia, Milwaukee.................... 26,654,893 26,972,310 317,417 
Connecticut, Hartford.................... 69,764,558 68,261,721 74, | a ee 
Dubuque F. & M., Dubuque............... 16,593,376 16,722,673 129,297 
Wagle Hire, NOWAPK 66.5.9 css cccesccen 13,311,845 13,440,661 xe : 128,816 
Equitable F, & M., Providence............. 12,365,285 11,962,464 eee) 
Federal, Jersey City............cccecececs 40,689,004 37,127,056 3,561,948 
Fire Association, Philadelphia.............. 87,390,970 88,735,495 =... 1,344,525 
Firemans Fund, San Francisco............. 172,626,903 174,807,864 2,180,961 
Firemen’s, LE eRe ee 80,790,442 85,715,965 F ; 4,925,523 
Franklin Fire, Philadelphia................ 34,663,000 33,236,694 1,426,306 care a 
Girard F. & M., Philadelphia.............. 17,733,452 17,998,793 : 265,341 
Hartford Fire, Hartford................... 473,089,002 477,128,807 4,039,805 
Home Fire and Marine, San Francisco... ... 20,736,139 21,675,381 939,242 
Ins. Co. of North America, Philadelphia. ... . 270,150,213 265,982,034 4,168,179 re SE 
Ins. Co. of State of Pa., Philadelphia. ...... 23,950,642 24,166,129 215,487 
Lumbermen’s, Philadelphia................ 5,567,863 A |, Se ee 317,636 
Mechanics, Philadelphid................... 12,939,904 14,335,004 ........ 395,190 
Milwaukee Mechanics, Milwaukee.......... 44,183,857 3) rrr 70,664 
National-Ben Franklin, Pittsburgh......... 24,130,133 24,432,510 Re ; 302,377 
National Le a ares 174,325,219 173,963,507 361,712 needa 
National Union, Pittsburgh................ 75,847,007 79,694,169 were eees 3,847,162 
Newark Fire, Newark................02005 30,276,769 28,794,772 EASEOGT budedeies 
New Hampshire Fire, Manchester.......... 48,556,834 47,462,477 1,094,357 =  .....06- 
Northwestern National, Milwaukee......... 45,993,579 44,159,442 SS re epee 
Old Colony, MN 085 vigie cain oie a-aCar ar Deve 17,607,661 17,112,532 CO are 
pte HRM 35s ck cou edivws 25,064,477 24,169,495 ee ree 
Pennsylvania, Philadelphia-.--....-----++- 55,043,959 54,014,070 1,029,889 enpeneee 
Peoples National, Delaware--.......++++++- 10,604,089 11,442,433 A be 838,344 
EROGUIX Partin oC abs. one Vecesn's.n 109,600,737 106,970,744 2,629,993 eee 
Providence Washington, Providence... ..... 65,394,455 64,620,324 WERE Stace tae 
WN TI nce ears nsnen se eansstnes 13,526,462 11,876,733 1,649,729... 
Rhode Island, Providence................. 21,295,024 22,411,159 1,116,135 
Security, New Haven......... nied. eek al a 47,756, 48,924,810 1,168,047 
Springfield F. & M., Springfield............ 129,577,453 127,544,343 2,033,110 eaee 
St. Paul Fire and Marine, St. Paul......... 126,967,067 122,840,887 4,126,180 BSN 
Superior Fire, Pittsburgh.................- 19,809,236 20,506,821 eceee 697,585 
Twenty Three Foreign Companies . 
RMA ERNMENIN, RAS oie os aad ueeagiy od 37,716,169 38,827,685 eee see 1,111,516 
Caledonian, Edinburgh.................... 26,803,985 26,473,226 330,799 ws eee eee 
Christiania General, Oslo.................. 32,669,422 32,487,860 _ 181,562 
Commercial Union, London................ 98,465,743 92,863,391 5,602,352 > ean 
Eagle Star and British Doms., London... ... 40,096,748 42,126,579 2,029,831 
Liverpool & London & Globe, Liverpool... .. 119,762,129 119,247,215 514,914 ws. ee 
London and Lancashire, London............ 35,833,244 33,662,657 2,170,587 sss e 
London Asurance, London................ 45,843,062 44,295,195 1,547,867 ee ae 
North British and Mercantile, London...... 79,439,579 75,559,837 3,879,742 ss ee 
Northiera: EOndon.. |. <6. sc occscoccccsvece 54,733,599 54,340,930 A | ere 
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42,658,995 


6,975,626 
55,164,594 
35,382,989 

4,623,269 
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49,143,223 
2,185,425 
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3,045,962 
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5,636 
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2,195,983 
8,167,947 


8,175,190 
2,375,498 
1,766,025 
2,975,778 


3,880,865 


9,141,556 
12,554,443 
4,100,719 
4,308,922 
2,335,032 


40,497,275 
2,062,743 
29,969,905 
4,105,589 
1,479,820 


1,802,018 
4,964,425 
2,310,995 
17,080,773 
5,701,130 





6,020,285 
4,382,458 
22,104,743 
14,486,216 
1,806,800 


2,772,635 
4,746,508 
14,749,328 
10,031,648 
1,645,998 


2,404,689 
1,823,210 
2,324,254 
6,185,258 
3,056,945 


8,016,383 
3,720,306 
3,587,589 
5,717,645 
3,934,817 


(Concluded on page 29) 


curred Jan. 1, 


1929 


or Decrease 


ments Jan. 1, 1919, toJan.1, (—) in Special 
1919 to Jan. 1, 
1929 


Reserves Ete. 
Jan. 1, 1919 to 
Jan. 1, 1929 


Underwriting and Investment Profits and Losses in a Decade 


(—) in Net 


Surplus 


Jan. 1, 1919 to 
Jan. 1, 1929 


Ratio 
Underwriting Underwriting §Net Earnings *DividendsIn- {Increase (+) Increase (+) Undwr. Undwr. Reins. 





Net Losses 
or Decrease Gain to Loss to Reserve Incurred in 
Undwr. Undwr. Jan. 1929 San Fran- 
Income Income to Jan. cisco Con- 

1 flagration 








418,250,000 
1,199,943 
22675,000 


m33,030,000 
6 161,000 
yy1,580,000 
71,030,500 
1,000,000 


34,460,000 
*12,699,307 
n5.657,675 
p572,500 
q3,445,000 
#1,592,000 


79,700,000 


xzxz—290,000 


112,000 
26,557,750 


596,174 
42,129,500 


12,425,000 
81,079,000 
01,571,250 
550,000 
w3,100,000 


ss—13,500,000 


**5,140,000 
330,000 


n3,705,500 
81,170,000 
5— 106,250 
dd437,500 
2,875,000 


ee—1,163,167 


£f5,907,188 


9921,431,763 


21,990,000 
11480,000 


hh12,478,841 


640,000 
kk8,830,000 
650,000 
2610,000 


150,500 


mm2,090,564 


1,180,000 
004,497,832 


nn—126,275 


71,425,198 
3,267,500 
13,460,000 
762,000 
1,800,000 


2,418,750 
659,970 
10,690,101 
vv4,789,967 
n2,431,000 


pp234,612 
t1455,000 
n6,165,000 
27,162,000 
ww—18,000 


89,142 
1,472,512 
+2,015,749 
8,808,927 
—960,201 


7,779,482 
4,280,456 
4,041,070 


3 
+1, 146,687 
+1,150,000 
+597,409 
—117,005 


+164,036 
+189,278 
—27,761 
+5,856,333 
+5,106,094 


+1,102,403 
§-+-4,623,519 
—121,578 
+999,977 
+12,600 


+3,363,041 
—20,402 
+500 
+264,389 
+20,604 


+1,157,869 
—4,465,342 
—39,532 
+300,000 
+58,321 
—650 


—270,494 
+7,866 
—152,557 
+4,447 


—535,980 
+50,474 


+3,029,665 
+48,941 
—272,214 
+284,301 
+686,611 


9+- 1,253,603 


—286,310 
124,328 
1—47,965 


+283,726 
+ 243,863 
—248°955 


+384,009 
+38,944 
+38,393 
+349,500 
—5,967 


+4,300,000 
—794,449 
—125,341 
+435,350 
+27,733 


—8,042 


+51,398 
+118,528 
+1,622,547 
—464,589 
+168,737 


+1,051,853 
—101,705 
+404,220 


+10,055 
106,426 
+1,049,525 
+45,635 


+146,764 
+175,133 


+117,171 
+150,000 

—38,168 
+176,106 
+624,903 


$ 
+2,255,953 
+4,030,708 
+5,104,771 
+2,772,700 
+531,096 


—13,074 
+1,959,633 
+1,415,637 

+27,389,694 
+ 23,804,959 


+3,053,058 
+28,428,916 
+17,491,054 
+3,242,025 
+9,250,304 


+17,285,066 
+979,771 
+2,775,813 
+259, 197 
+1,306,901 


+3,481,058 
+17,762,831 
+6,864,790 
+2,525,234 
+10,491,001 
+1,644, 16) 


+3,075,058 
1,135,721 
+1,552,972 
+13,468,129 


+1,136,293 
+3,521,800 


+8,209,242 

+571,109 
+2,270,003 
+1,480,108 
+6,386,737 


+4,560,064 
+9,266,999 

+681,017 
+3,831,850 
+1,372,647 


+5,150,203 
+1,076,201 
+1,459,733 
+2,697,236 
+-4,816,768 


+8,576,189 
+4,427,350 
+20,568,566 
+3,395,728 
+1,595,658 


+ 19,678,629 
+1277,950 
+25,433,425 
+2,804,752 

+524,451 


+1,264,400 
+-2,187,574 
+910,231 
+11,892,291 
+2,039,578 


+2,357,384 
+5,089,375 
+2,407,587 
+4,443,387 
+1,762,383 


+4,543,920 
+2,884,737 
+12,992,782 
+10,572,085 
+621,309 


+1,411,833 
+3,017,035 
+9,567,913 
+6,950, 193 
+1,009,407 


+1,173,631 
+660,416 


+2,831,919 
+1,812,182 


+634,644 
+1,460,437 
+1,132,554 
+2,729,701 
+854,926 
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997,330 
875,561 
2,297,830 


1,376,542 
2,248,904 


952,24 


2,910,893 


* 264,750 
787,000 


1,835,930 


h1 1,100,000 


1,325,882 
753,687 


6,766,937 
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3,315,000 
332,208 


1,405,010 
2,538,246 
1,181,097 


"455,340 
582,076 


1,771,103 
794,244 
494,244 

1,639,063 

1'233,357 


1,721,387 
2,477,481 
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FIRE RE-INSURANCE What Does It Mean? 
eucutnnnniitecntsHeN The first six months of 1929 showed a gain in business in 
force for o Peoria Life that was 85% of the —. for tne entire 
° ear of 1928—and practically equal to the whole year’s gain 
Treaty and Facultative in 1927! sili ail nichts 
Some remar kable records were produced during this period 
saamaaaeer caine May, which is dedicated in honor of President Emmet C. May’ 
R I Co was the largest month’s en in the history of the — 
= Life. June brought by far the largest month’s net increase the 
€-insurance : rporation Company has ever enjoyed. 
of America What does it mean? Not that the Peoria Life has expanded 
its field: we have entered no new —— established weg 8 
agencies. Not that our Agency Force has been so much in- 
60 J ohn Street, New York, N. Y. creased: the number of our agents is only slightly greater than 
a year ago. 
President Secretary This noteworthy progress is possible because the business of 
life insurance is good for good agents hvaing good policies to 
HORACER. WEMPLE H,.D. BURROUGH offer, and well supported by practical, thorough Home Office 
cooperation. 
SUUELTATLETTT POET 
The consistent, rapid er gaghe yk — Life since its 
organization—now nearing the $200,000,000 mark—has been 
TOTAL ASSETS $2,154,292.71 made by capable, well selected agents, steadily increasing their 
productiveness and their earnings through the well-known all- 
sasusvecitnnemttien round Peoria Life Service to agents. The Peoria Life grows 
because it does help its men make good. 
DIVISION OFFICES 
Western Department Pacific Coast Department . P 
172 W. Jackson Boulevard 114 Sansome Street Peoria Life Insurance Co. 
Chicago, IIlinois San Francisco, California ‘ ae 1 
Peoria, Illinois i 
( 
—s a 
( 
p 
D Y c t t CASUALTY SURETY s 
u 
o You Contemplate =e 
& ee f : is 
Making a Change? GUARDIANYICASUALTY : 
If you do you will want the best value 
obtainable to offer your prospects. Our of BUFFALO, N. Y. 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the (A New York State Stock Company) 
most liberal and easiest sold policy form . . 
A ee sii Special Automobile Rates 
Pays face ee: plus rF cog ad Insurance Policies provide for Assureds ” 
tions on ndowment or imite a 107 4 i i +7 Phi 
forms in case of death before tid Ss a a Pr 
. met Be he followi ] a d ie 
No medical examination or loss of basic of the fo OwmMg CiAsses 0 nsurance an Ro} 
rate if changed back to Whole Life form. Bonds. Re 
. 
A profitable contract is available to men po coueaee aaa Sus 
capable of appointing agents and manag- BURGLARY JUDICIAL BONDS Tok 
ing a territory. For further information LIABILITY LICENSE & PERMIT BONDS Urb 
address PLATE GLASS PUBLIC OFFICIAL BONDS ¥ 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 
ADDRESS AGENCY DEPARTMENT f 
Nat; 1 sts am Surplus to Policyholders $1,700,000 ; 
atl , : . it 
ona ire ompany Agencies Open in the Following States hew 
MAINE DISTRICT OF COLUMBIA $6 
NEW HAMPSHIRE NEW YORK den 
1929 VERMONT OHIO ul 
cesta: = amen E: 
A mutual legal reserve company M ASS ACHUSETTS LOUISI AN A les 
. : D 
Home Office: Des Moines, Iowa MARYLAND VIRGINIA in, 
NEW JERSEY INDIANA chud 
3 Ing 
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Chicago’s Title Stands 


Attorney-General Carlstrom Givis 
Opinion on Two Important 
Questions 
Attorney-General Carlstrom, of Illinois, an- 
swering a query of the superintendent of insur- 
ance, has given it as his opinion that the use of 
the name “Fire Insurance Company of Chi- 
cago” by the organizers of the latter company 
is not misleading to the public and unjust to 
the Chicago Fire & Marine Insurance Company 

which had complained about the matter. 


The attorney-general, also at the request of 
the superintendent, gave an opinion on the mat- 
ter of the Fire Insurance Company of Chicago’s 
being required to show the surplus of the com- 
pany fully paid up according to the amount set 
forth in its charter before being issued a cer- 
tificate of authority to begin business. The at- 
torney-general is of the opinion that the sub- 
scription agreement is a matter of private con- 
tract between the corporation and the subscriber 
and that all the department is required to exact 
is that the entire authorized capital stock is paid 
before the issue of a certificate to do business. 


The incident is interesting in view of the 
facts set forth in Tue Specrator last week in 
regard to the Fire Insurance Company of 
Chicago. The company, which was organized 
by P. W. Chapman & Co., was slated to become 
a member of the fleet headed by Harold M. 
O’Brien, who was reported to have declined the 
presidency of the company because it had not 
secured all its funds. The company was sched- 
uled to have a capital of $2,000,000 and a sur- 
plus of $3,000,000. 
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Serious Theatre Fires 

The almost total destruction of old Miner’s 
Bowery Theatre yesterday following the de- 
struction of the old Bowery Theatre only one 
block further south is an indication of the 
serious fire hazard encountered in buildings of 
this class. Fire records quote theatres almost 
in the first place, and it is estimated that 
during the past century over one thousand 
theatres have been destroyed by fire and prob- 
ably double this number have had fires of more 
or less serious effect. 

In the book, “Fire Insurance Inspection and 
Underwriting” by Dominge-Lincoln, the fol- 
lowing appears: “Theatres should be carefully 
surveyed for the protection and construction 


of the proscenium arch, etc. The fire record 
of the modern fireproof theatre is good, while 
that of the old non-fireproof type is poor.” 

Needless to say, the recent serious fires in the 
Bowery theatres were in the old type theatre; 
one being erected in 1826 while the other in 
1871. 


Alvin D. Clark Joins Germanic Fire 

Alvin D. Clark will return to New York on 
September 1, to assume charge of the loss de- 
partment of the Germanic Fire Insurance Com- 
pany, New York, with title of general adjuster. 

Some twenty years ago, Mr. Clark began his 
insurance career in the loss department of the 
Niagara and the Home. 








Underwriting and Investment Profits and Losses in a Decade 


Und. Income 


Jan. 1, 1919 Underwriting Profit Jan.1, Loss Jan. 1, 


Losses and 


(Continued from page 27) 


Ratio Ratio Ratio 


Underwriting Underwriting §Net Earnings tDividends In! tIncrease (+) Increase (+) Undwr. Undwr. Reins. Net Losses 
from Invest- curredJan.1, or Decrease 


or Decrease Gain to Loss to Reserve Incurred in 








Name and Location of Company to Jan. 1, Expenses In- 1919 to Jan. 1, 1919to Jan. 1, ments Jan.1, 1919,toJan.1, (—) in Special (—)in Net Undwr. Undwr. Jan.1929 San Fran- 

1929 curred Jan. 1, 1929 1929 1919 to Jan. 1, 1929 Reserves Ete. Surplus Income Income to Jan. cisco Con- 

1919 to Jan. 1, 1929 Jan. 1, 1919 to Jan. 1, 1919 to 1919 flagration 

1929 Jan. 1, 1929 Jan. 1, 1929 1906 
deat git . $ $ $ $ 3 3 $ % % % $ 

Norwich WDM, NOBWIONS. « oociscciee sac cee 40,999,380 GIG OTE ln coves 705,694 2,796,849 691,829 +71,694 +1,327,632 ee 1.72 170 wee ee eee 
Phoenix, WCMMMMN ETS de pak au ckacsnee Soils 42,387,557 41,902,151 ye ne ee 2,950,079 2,169,136 —15,312 +1,281,661 1.15 are 171 2,518,803 
Prudentia Re and Coins., Zurich........... 39,437,166 eT Cy ere 1,810,905 3,515,296 —474,048 +2,000,000 +178,439 ee 4.59 ST. cacduaen 
Reinsurance Co. Salamandra , Copenhagen... 30,455,320 io): 17 957,195 2,667,935 1,908,304 —1,596,886 +1,399,322 Secs 3.14 pte ss 
HOGA MAVOIBOOES c.o55 05s ds hove wcnse se ccd 136,991,498 133,579,605 3,411,893 Setswaee 9,937,396 9,137,627 +138,546 +4,073,116 2.49 vows 129 =: 1,595,179 
Royal Exchange, SAEs Crepe 29,848,694 90,827,415 == nce n eee 478,721 1,537,551 454,798 +12,125 +591,907 cade 1.60 136 ——- 2,968, 637 
Scottish Union and National, Edinburgh... .. 39,775,525 38,224,215 pee Meee 3,914,114 6,144,326 +82,321 —761,2: 3.90 vase 147 —-: 1,046,657 
Sun, LL ea ner» 42,995,290 41,922,328 fee 3,211,533 2,849,536 +67,780 +1,367,179 2.49 aie 121 1,692,832 
Swiss Reinsurance, Zurich................. 34,730,362 CF er 1,136,348 2,977,195 —17,791 +499,080  -+1,359,558 Bs eed 3.27 £) | 
POMBE Dy ROMO: oss desc cctvnsk cone 21,520,088 i” 7) Smee 138,354 3,625,819 —2,077,825 +233,337  +5,331,953 Kkei 64 Se oan 
OT ae ee 44,838,566 46,430,282 ce ccccee 1,591,716 3,217,565 296,206 +28,741  +1,300,902 ee 3.55 205 osteeses 
Western, Toronto.........ccccccecsssoses 24,635,2: eS eee t 2,507,922 1,004,942 +11,601 +813,079 Seas 2.75 143 ~—s:1,740,770 
WOPkaline WORK oss ss< saveccsecocron cas 20,951,275 21,813,023 iw... 861,748 1,541,451 a” re ACR oc, ER, RR eaves 
Totals (100 companies), 1919-1928....  6,609,250,232 6,613,717,114  ........ $4,466,882 846,195,723 319,173,264 $+39,556,555 $+482,999,022 68 ..-- 116,818,860 


N. B. Figures are mainly compiled from reports to the New York Ins. Dept. and include marine business. { Dividends on net after consideration of surplus funds paid in. Amounts in dividend column for 


foreign countries represent net remittances to or (—) receipts from home offices. § Includes depreciation or ap 


reciation in value and profit or loss on sale or maturity of investments and profit and loss items. 


tt Dividends (including $300,000 stock dividend), less gain by merger of manufacturers, $214,684 and surplus paid in $1,000,000. + Net. a Losses of Phenix of Brooklyn. cDividends less $400,000 premiums on 


new stock. d Dividends (including $2,500,000 stock dividend) less $4,000,000 premium on new stock. rine ¢ : c 
Underwriters. i Dividends (including $5,000,000 stock dividends) less $1,000,000 premium on new stock. j Dividends (including $1,000,000 stock dividend), less $3,250,000 premi D 


$6,300,000 stock dividend. 1 Surplus paid in $300,000 less dividends. m Includes $6,000,000 stock dividends. n Includes $1, 


e Marine only. f Includes $500,000 stock dividend. h Including losses of Home F. & M., and the Pacific 


jum on new stock. k Includes 


000,000 stock dividend. p Dividends less $375,000 premiums on new stock. gq Divi- 


dends (including $500,000 stock dividend), less $225,000 premium on new stock. r Includes $3,000,000 stock dividends. Includes $300,000 stock dividend. t Dividends less $1,000,000 premium on new stock. 


u Includes $5,000,000 stock dividend. » Dividends less $125,000 premium on new stock. w Dividends less $3,000,000 premium on new stock. z Includes $2,000,000 stock divid 


ends. y Dividends less $500,000 


premiums on new stock. dd Dividends less $500,000 premiums on new stock. ee Dividends (including $1,000,000 stock dividend) less $725,000 premiums on new stock. ff Dividends less subscription forfeited. 


$57,812, and premium on new stock, $1,750,000. gg Dividends (including $2,250,000 stock dividend), less $31,194,108 premium on new stock. hh Dividends less $3,000,000 premium on new stock. 
kk Dividends less $1,000,000 premium on new stock. UW Dividends less $385,000 premiums on new stock. mm Dividends less $375,000 premium on new stock. 


less $275,000 premium on new stock. 


ii Dividends 
nn Premium 


on new stock and surplus paid in, $2,125,000, less dividends. 00 Dividends less $1,000,000 premium on new stock. pp Dividends, including $125,000 stock dividend less $725,000 surplus paid in. 88 Surplus paid 


in, $15,000,000 less dividends. ¢# Dividends less $800,000 premiums on new stock. 3 ig 2 7 
ferred from capital to surplus, less dividends. zz Surplus paid in $900,000 less dividends. yy Including $200,000 stock dividend. 2 Includes $750,000 stock dividend less premium on stock sold, $1,500,000. 
cludes $8,500,000 stock dividend. ** Includes $2,000,000 stock dividend. sid rec 
5 Includes stock dividends, $2,570,000. 4 Includes stock dividend $600,000. ‘Surplus paid in $1,000,000, less dividends. ¢ D 
after deductiondof $2,489,039 received in 1928 on account of mixed claims award. ® Increase after deduction of $1,751,123 received in 1928 on account of mix 
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uu See Fireman’s Fund. vv Including $2,000,000 stock dividend. ww Premium paid on new stock, $755,000, and $250,000 trans- 


* Ine 


1 Includes consideration of $151,097 received in 1928 on account of mixed claims award. 2 Dividends less $500,000 a on new stock. 


§ Dividends less $550,000 re in. 7 Includes $300,000 stoc 
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Prominent Agents and Brokers 








| LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
United States Fire National Fire of 








Actuarial 





Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIB 


FACKLER and BREIBY 
Consulting Actuaries 
Audits Calculations 
Examina‘ 


’ tions 
28 CHURCH STREET 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 





Actuarial 


Independent Adjuster 









GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


28 SPRUCE ST. NEW YORK 





JNO. A. COPELAND 
Consulting Actuary 
Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 
CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. OKLAHOMA CITY, OKLA. 





ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—-Dominion Charter 


Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


HEAD OFFICE: 485 St. John St., Montreal 
Telephone Main 3300-2607 


BRANCH OFFICE: 11 Mountain Hill, Quebec City 




















WOODWARD, FONDILLER and RYAN 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 75 Fulton St. 
Jonathan G. Sharp New York 










































FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 
E. P. Higgins 


THE BOURSE PHILADELPHIA 















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 























L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 


Accountants, Statisticians 


128 North Wells Street, Chicago 





























JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 

















SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Blidg., Toronto, Ont. 


PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 


ing tion 

Common Sense Ap- Selling Insurance to 
proach Women 

Meeting Objections Nailing Lapses at 
with a Smile Their Source 


Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 


UNDERWRITER 
Setting a Definite Ideas Off the Beaten 
Goal Path 
Keeping Old Con- Programming Insur- 
tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
uts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 
sets forth many proved plans and _ business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 

advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 
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HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 
















R. M. MESSICK 


Consulting Actuary and Adjuster 


Flatiron Building 
DENVER, COLORADO 



























SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 





























ALEXANDER C. GOOD 


Consulting Actuary 


404 R. A. Long Bldg. 
Tel. No. Harrison 4899 
Kansas City, Mo. 




















Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 











A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 


Insurance. 
PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
2 60*—Cti‘(<‘téi(“ ‘(ws tS OD CW. OOD 
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Join New York Indemnity 
With Securities Group 


Fusion Comes Through Pur- 
chase of Capital Stock by 
The Union Indemnity 


Executive Staff Not Changed 





National Surety Becomes a Larger 
Holder of Stocks in Insurance 
Securities Company 





Fusion of the New York Indemnity Company 
with the Insurance Securities Company Group 
through the acquisition of its entire capital 
stock by the Union Indemnity Company was 
officially announced Monday by William B. 
Joyce, chairman of the National Surety Com- 
pany of which the New York Indemnity Com- 
pany is the casualty branch. Simultaneously, 
Insurance Securities Company, Inc., through W. 
Irving Moss, its president, confirmed the addi- 
tion of the New York Indemnity Company to 
the fleet of insurance companies owned and op- 
erated by Insurance Securities Company, Inc. 

Mike M. Moss, head of the Insurance Se- 
curities Group, today announced that “the head 
office of the New York Indemnity Company 
will be moved to the New York office of the 
Union Indemnity Company. The eastern de- 
partment of the New York Indemnity will be 
operated by the same organization as the east- 
ern department of the Insurance Securities 
group. Similarly. all companies will be operated 
from New Orleans in the so-called home office 
territory and similarly all companies will be 
operated on the Pacific Coast from the Pacific 
Coast branch offices. Spencer Welton, presi- 
dent of the New York Indemnity, and other 
officers will continue their affiliations not only 
with the New York Indemnity Company but 
also with the entire group of Insurance Securi- 
ties Companies.” 

The merger of these interests marks a new 
and close relationship between two of the larg- 
est and most active insurance groups in the 
country. The announcements followed a series 
of meetings between Chairman Joyce and senior 
vice-president M. M. Moss. National Surety 
Company became a larger holder of stock in In- 
surance Securities Company as an investment. 

A number of directors of the National Surety 
Company will become directors of Insurance 
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Securities Company, Inc., and a mutuality of in- 
terests will be created between the two groups 
as the New York Indemnity goes under the 
management of the Insurance Securities Com- 
pany. 

In a telegram sent out to agents of the New 
York Indemnity Company over the signatures 
of Spencer Welton, president of the New York 
Indemnity, and Chairman Joyce, they announced 
the fusion as follows: “Union Indemnity in- 
terests have acquired the entire capital stock of 

















Spencer Welton 


the New York Indemnity. Expect immediately 
to add large surplus and establish company as 
aggressive multiple line insurance carrier. We 
are all working in the fullest harmony and co- 
operation with the new owners and believe we 
will be in a better position to handle your busi- 
ness efficiently and more advantageoously than 
before. We are working in complete close and 
perfect harmony with the National Surety Com- 
pany which has large financial interest in new 
owner. Mail announcement goes to all sub- 
agents today.” 

A large number of the best known names in 
America are identified on the Board of the New 
York Indemnity Company as follows: Freder- 
ick W. Allen, Lee Higginson and Company, 
New York; Sumner Ballard, President, Inter- 

(Concluded on page 34) 


Auto Fleet Rate Program 
Is Endorsed by State 


Central Body Organized After 
Years of Unsatisfactory 
Work by Companies 





Relieves Firms of Duties 





National Bureau Will Assign Classi- 
fication and Territory—To Use 
Manual Rates 





The National Bureau of Casualty and Sur- 
ety Underwriters has finally promulgated a 
plan for underwriting automobile fleets, thus 
bringing to a solution a problem which has 
vexed companies and agents for a number of 
years. The plan will go into effect October 1, 
and, will affect renewals of old policies falling 
due on and after that date as well as new poli- 
cies. Under the plan, fleets of five or more 
automobiles which are used in New York 
State, and which are owned by any of the as- 
sured with headquarters in this State may be 
covered. 

Under the new plan all risks must be sub- 
mitted to the National Bureau of Casualty and 
Surety Underwriters for the fixing of the rate. 
The Bureau will maintain a corps of compe- 
tent inspectors. 

A prominent casualty official declared that 
the new plan would have the hearty approval 
of the Insurance Department, as fleet rates have 
long been a vexing question. 

J. J. McGrath, chief of the rating division of 
the Insurance Department, said to a representa- 
tive of THe Spectator: “We have for many 
years needed a central body such as the Na- 
tional Bureau, and this program will not only 
be welcomed by the Insurance Department, but 
it should be welcomed by insurance executives 
everywhere. It will relieve the companies of 
the responsibility taken on their 
shoulders by employees inexperienced in mak- 
ing adequate inspections. 


sometimes 


More than once a 
company has been found liable because of a mis- 
take made by an employee or an inexperienced 
agent, and there have been times when policies 
have been written in violation of New York 
law. 

“Companies of the central body must file a 
full copy of their policy with the Bureau so 
that a check can be made to see if all regula- 
tions and rates have been observed.” 
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Casualty-Surety Executive 
Group Is Expanding 


Membership Reaches Total of 
53 Companies and Seven More 
May Join Before ’30 


Is Merged With Other Bodies 


Plan Program of Public Education 
and Will Advance Legislative 
Work of Member Firms 





With a view to establishing a central body 
for the carrying on of all co-operative and non- 
competitive interests of the casualty and surety 
business, The Association of Casualty and 
Surety Executives, composed of 53 companies, 
is making an earnest effort to bring the mem- 
bership to sixty before the last day of 1929. 
The Association, which is directed by F. Rob- 
ertson Jones, general manager, is the most rep- 
resentative organization in the casualty and 
surety business. 

The president and perhaps the first man to 
advocate the organization of the companies is 
A. Duncan Reid, president of the Globe Indem- 
nity Company and the vice-president is A. F. 
LaFrentz, vice-president of the American 
Surety Company. 

The recent fusion of the Association and the 
Workmen’s Compensation Publicity Bureau, to- 
gether with the Casualty Information Clearing 
House in Chicago, has placed the activities of 
these organizations in the hands of the Casualty 
and Surety Executives Association. Henry 
Swift Ives, formerly vice-president of the Clear- 
ing House, which recently closed, will con- 
tinue the public relations work under the direc- 
tion of the Association. 

A program of public education as to the vital 
social and economic importance of the casualty 
and surety business is being worked out, and al- 
though progress along this line of necessity 
must be slow yet the officials and members of 
the Association feel certain that such activities 
conducted under the authority of a thoroughly 
representative body are sure to be successful. 
Already Mr. Ives has been invited to deliver 
an address at the Convention of the Pennsyl- 
vania Electric Association at Bedford Spring, 
Pa., September 6, and Mr. Jones has assigned 
him other similar duties for the next few 
weeks which augur well for the success of the 
new department. 

George E. Turner, former general counsel of 
the Casualty Information Clearing House, has 
been retained to perform such duties as the gen- 
eral manager may assign him in connection with 
the general work of the Association. Mr. 
Turner has become associated with the law 
firm of Loucks, Eckert and Peterson at 10 
South La Salle street, Chicago, where he will 
maintain his headquarters. 

In the legislative department of the Associa- 
tion Mr. Jones will have as his chief assistant, 
Claude W. Fairchild, former insurance commis- 
sioner of Colorado, who was associated for 
sometime with the Workmen’s Compensation 
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Hartford Accident Names F. 
Moore Superintendent 





Former Union Indemnity Manager to 
Take Charge of Philadelphia 
Bond Department 

The Hartford Accident and Indemnity Com- 
pany has appointed Frederick W. Moore Super- 
intendent of its bond department at its Phila- 
delphia branch office, 143 South Fourth street. 
Mr. Moore has had wide experience in the 
fidelity and surety field. He was for four 
years associated with the Aetna Casualty and 
Surety Company at its home office and New 
York and Springfield branches. He later rep- 
resented the Indemnity Insurance Company of 
North America at Toronto and Cleveland, and 
prior to his association with the Hartford 
Accident was manager of the bond department 
of the Union Indemnity Company’s Columbus, 
Ohio, branch. He will, in his new position, 
have supervision over the production and un- 
derwriting of all fidelity and surety lines at 
Philadelphia and in neighboring territory that 
reports to the Hartford’s Philadelphia office. 


Plate Glass Reinsurance 

PuipeceuiA, August 12.—Announcement is 
made by the Commonwealth Casualty of this 
city, that it has reinsured the plate glass busi- 
ness of the Calumet Casualty, Chicago, amount- 
ing to between $130,000 and $140.000, as of 
August 5. The Commonwealth also declares 
that indications point to its experience for 1929 
being even better than last year, which proved 
a banner year with large underwriting and in- 
vestment profits. 








Publicity Bureau in a similar capacity. Mr. 
Fairchild is also a former president of the Na- 
tional Convention of Insurance Commissioners. 

It is the belief of Mr. Jones that under the 
auspices of the Association it will be possible to 
coordinate in a most effective manner, the leg- 
islative and public relations work of the mem- 
bers. These efforts heretofore have been carried 
on separately and their union under a single 
and thoroughly representative organization un- 
doubtedly will produce good results, Mr. Jones 
said. ’ 
The office of the organization is at 1 Park 
avenue, New York city. 
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Pennsylvania Alters Fuel 
Tax Law Provision 


19,000 Small Gasoline Dealers 
Continue Court Battle on 
Surety Bond Section 


in 1928 


Suggests That Wholesalers Become 
Surety for Retailers Who Can- 
not Get Cash Collateral 





State Losses Heavy 





PHILADELPHIA, PENNA., August 12.—The new 
liquid fuels tax law in Pennsylvania is creat- 
ing much discussion throughout the State as 
the legal fight to repeal a section of the act is 
being waged by approximately 19,000 retail 
gasoline dealers. 

The Secretary of Revenue has altered his 
ruling on accepting only corporate surety bonds 
and announced that he would accept cash or 
certified stock collateral. The  secretary’s 
mandate came as a result of the court action 
brought against him by the gasoline dealers 
seeking an injunction to restrain him from 
enforcing the surety bond feature of the law. 
The dealers bringing the action contend that 
they have been unable to secure surety bonds 
because of the necessary financial restrictions 
placed upon such form of surety. The 
Dauphin County court gave the State official 


until August 19 to show cause why the 
temporary injunction should not be made 
permanent. 


Meanwhile, nineteen thousand of Pennsyl- 
vania’s twenty-eight thousand gasoline dealers 
are still unbonded. The majority of them are 
small dealers, who operate stands along the 
roads and have no property, with the oil com- 
panies in most cases owning the tanks. These 
dealers are unable to furnish the surety com- 
panies a financial statement nor are they in 
a position to post a $500 cash collateral with 
the Secretary of Revenue, the alternative to 
securing a bond. 

Those of them that are still selling gasoline 
are doing so in violation of the law. If they 
are arrested, they face a heavy fine as a 
penalty. 

Pennsylvania surety men are wondering how 
these small dealers are going to be bonded. 
The only alternative so far suggested is that 
the oil companies become surety for the deal- 
ers, with the dealers paying the premium. 

The surety feature of the law, which was 
put in to prevent a recurrence of the past year 
when the State lost $1,500,000 in collected taxes, 
seems bound to either give the companies a 
considerable volume of new business or else 
force out of business the majority of the 
small gasoline dealers. 

The minimum premium for the bond is $10 
with an additional $6 fee for filing, making the 
cost of a bond for the dealer $16. He receives 
eight per cent of the tax he collects so that he 
must sell 50,000 gallons of gasoline before 
the bond pays for itself. 
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Albert Conway Explains 
New Auto Financial Law 


State Superintendent Analyzes 
Responsibility Bill With 
Stress on Insurance 





Gives Digest of Application 





Insurance Department Head Com- 
piles Article in Response to 
Numerous Queries 





By ALBERT CONWAY 

Day after day letters and telephone calls are 
received at the State Insurance Department 
making inquiry concerning the meaning and 
application of Article 6A of the Vehicle and 
Trafic Law entitled “Financial Responsibility 
for Operation of Motor Vehicles,” which some 
miscall the “Compulsory Insurance Law.” An 
analysis of this law with particular reference 
to the insurance features contained in it and 
related statutes is the purpose of this article. 

The State issues to owners and operators of 
motor vehicles three forms of licenses. They 
are the owners registration license, which is 
issued with the license plates; the operators 
license, which is issued to all who may operate 
cars except for employment; and. the chauffeurs 
license, issued to all who operate cars for em- 
ployment. 

The enjoyment of the privileges conferred by 
any one of these licenses may involve the 
holder in civil liability for damages to per- 
sons or property resulting from negligence in 
the operation of a motor vehicle. The owner 
of a car is liable as a matter of law for the 
negligence of any one using the car with his 
consent either expressed or implied, without 
however, relieving the operator or chauffeur 
from liability. 


A digest of Article 6A of the Vehicle and 
Traffic Law follows: 


General A pplication 


Section 94. This section provides that the 
act is not a repeal of any existing law or 
regulation or the provisions for punishment for 
violations thereof but is supplemental thereto. 


CONVICTIONS AND FORFEITURES OF Bal; 

REVOCATIONS OF LICENSES AND SECURITY 

Section 94-a. This section provides that any 
person who shall be convicted of, plead guilty 
to, or forfeit a bond given for one of the fol- 
lowing offenses shall have his operator’s or 
chauffeur’s license and all motor vehicle regis- 
tration certificates issued to him suspended: 

1. Reckless driving, where injury to person 

or property results therefrom. 

2. Speeding, where injury to person or 

property results therefrom. 

Driving without an operator’s license. 

Driving while intoxicated. 

Leaving scene of an accident without 
stopping. 

One of the above offenses committed in 
another State. 

Such licenses shall not be renewed nor shall 
any motor vehicle be thereafter registered in 
the name of the person until he gives proof 
of his ability to pay judgments for damages 


a 
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resulting from the ownership or operation of a 
motor vehicle and arising by reason of per- 
sonal injury, death or damage to property in 
not less than the following amounts: 


1. For personal injury or death of one per- 
son, $5,000. 

Subject to the above limit per person, 
$10,000 for personal injuries or death 
of two or more persons as a result of 
one accident. 

3. For damage to property, $1,000 in any one 

accident. 


S 


Ability to pay judgments up to the foregoing 
amounts may be evidenced in the manner 
described in Section 94-c of the law as here- 
inafter described. 


FAILURE TO SATISFY JUDGMENTS; REVOCATION 
oF LICENSES AND SECURITY 

Section 94-b. Any person failing to satisfy 
within fifteen days after it shall have become 
final, any judgment rendered against him for 
personal injuries or damage to property in 
excess of $100 resulting from the ownership 
or operation of a motor vehicle, shall be de- 
prived of his owner’s and operator’s or chauf- 
feur’s license. These licenses shall not be re- 
newed nor shall any car be registered in his 
name thereafter until the judgment is satisfied, 
except by discharge in bankruptcy, to the ex- 
tent of at least $5,000 for injury to one person 
in one accident and to the extent of $10,000 for 
injuries to more than one person in one acci- 
dent, and to the extent of $1,000 for damage to 
property in one accident. In addition, thereto, 
such person shall be required to furnish evi- 
dence of his ability to respond in damages for 
future accidents in one of the ways provided 
in the following section. 


SECURITY AND Proor THEREOF; ACTIONS 
THEREON 
Section 94-c. Proof of ability to respond in 
damages as required in Sections 94-a and 94-b 
may be evidenced in the following ways: 


1. By a certificate from an authorized in- 
surance company that it has issued to the owner 
or operator a motor vehicle liability policy as 
described in Section 94-i below. The certificate 
must cover all motor vehicles registered in the 
name of the person. 

2. By a corporate surety bond of an author- 
ized surety company conditioned for the pay- 
ment of the amounts heretofore described. 

3.. By a personal surety bond with individual 
sureties each owning real estate approved by a 
judge of a court of record conditioned in a 
like manner as described in 2 above. 

4. By a deposit of money or collateral in 
the amount specified. 


The certificates or bonds described in one, 
two and three above shall not be cancelled ex- 
cept upon ten days prior written notice filed 
with the Commissioner of Motor Vehicles. The 
Commissioner of Motor Vehicles must be 
notified of the expiration as well as the can- 
cellation of any motor vehicle liability policy 
where a certificate has been filed under the 
provisions of this article, at least ten days 
before the effective date of such expiration. 
In the absence of such notice, the policy shall 
be construed as remaining in full force and 
effect. 


ABSTRACT OF OPERATING RECORD 

Section 94-d. Upon the payment of a fee 
of one dollar the Commissioner of Motor 
Vehicles shall furnish a certified abstract of the 
operating record of any person subject to the 
provisions of this act, which abstract shall 
fully designate the motor vehicles, if. any, 
registered in the name of such person. 

(Continued on page 35) 
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Jersey and New York Bills 
May Hit Foreign Firms 


Responsibility Law Will Af- 
fect Companies’ Not Li- 
censed in Those States 


Mandate Is Effective Sept. 1 








Pennsylvania Underwriters May 
Face Large Cancellation of Busi- 
ness as a Result of New Act 





The Safety Responsibility Bill, which goes 
into effect in the States of New York and New 
Jersey on the first of September is causing 
much worry these days to Pennsylvania and 
other companies who are not licensed in those 
States. 

A provision in the new law of both the States 
provides that non-residents, who are found 
guilty of violating traffic violations cannot drive 
in those States until they establish their finan- 
cial responsibility and, if that responsibility take 
the form of insurance policies, the policies must 
be with companies licensed to do business in 
New, York or New Jersey. as the case may be. 

This provision has been noticed by companies 
licensed in both those. States and several of 
them, it is said, are-now circularizing Philadel- 
phia policyholders of companies not licensed in 
New York and New Jetsey, pointing out this 
feature in the new law and asking them 
whether they are covered. 

A number of Pennsylvania companies who do 
business only in this State, have received queries 
from anxious policyholders. As yet, it is re- 
ported, they have been unable to answer whether 
their policies would constitute financial respon- 
sibility under the new law of New York and 
New Jersey. 

As many Philadelphians quite frequently 
drive into New Jersey and to New York, it is 
believed that if those States will not accept poli- 
cies of the Philadelphia companies not licensed 
in their States under the new law, that the local 
companies will face a large cancellation of 
business. 
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Securities Group Fusion 
(Continued from page 31) 

national Insurance Company, New York; S. 
Reading, Bertron, Griscom and Company, New 
York; Franklin Q. Brown, Redmond and Com- 
pany, New York; P. A. S. Franklin, Chairman, 
International Mercantile Marine Company; E. 
Roland Harriman; Charles Hayden, Hayden, 
Stone and Company, Boston and New York; 
John C. McCall, vice-president, New York Life 
Insurance Company, New York; Samuel Mc- 
Roberts, Chairman, Chatham Phenix National 
Bank and Trust Company, New York; P. A. 
Rockefeller, New York; Charles H. Sabin, 











Mike M. Moss 





Chairman of Board, Guaranty Trust Company, 
New York; Samuel Sloari, vice-president, Farm- 
ers Loan and Trust Company, New York. 


Among the directors of Insurance Securities 
Company, Inc., besides the Moss brothers, who 
built up that enterprise, are Rudolph Hecht, 
New Orleans; John Puelicher, Milwaukee; A. 
H. Grant, New York; James P. Butler, New 
Orleans; Felix P. Vaccaro, New Orleans; A. 
D. Googhegan, New Orleans, and John Thaver, 
Boston. These and other members of Insurance 
Securities Board will join the Board of the 
New York Indemnity Company. 

The New York Indemnity Company was or- 
ganized at the close of 1921 and its statement 
of December 31, 1928, shows total assets of $8,- 
567,665, a capital of $1,000,000, and a surplus of 
$679,799. Its total premium writings last year 
were $7,331,748 and its unearned premium re- 
serve amounted to $3,045,808. 

The acquisition of the New York Indemnity 
Company marks another step in the unusual 
growth of the Insurance Securities Company 
which is now one of the leading factors in the 
Insurance business of America.. Other compan- 
ies in the Insurance Securities group include: 
Union Indemnity Company of New Orleans, 
Detroit Life Insurance Company of Detroit, 
Northwestern Casualty and Surety Company of 
Milwaukee, LaSalle Fire Insurance Company 
of New Orleans, Bankers and Merchants Fire 
Insurance Company of New Orleans, Union 
Title Guarantee Company of New Orleans, and 
the newly-formed Union Title and Trust Com- 
pany of Fort Worth, Texas. 

The addition of the New York Indemnity 
gives the Insurance Securities Company a com- 
plete diversification in all branches of insurance 
underwriting, and materially enhances its al- 
ready strong position in the Metropolitan ter- 
ritory. ; 

The growth of the business of the Insurance 
Securities Group has been most satisfactory. 
The resources which totalled $9,000,000 in 1924, 


have grown to over $35,000,000 in 1929, and 
with the New York Indemnity Company will 
exceed $42,000,000, while investment income has 
risen from $500,000 to over $1,500,000. The 
Casualty and Surety divisions of the Group in 
1928 showed the largest gain in premium in- 
come of any Casualty company in the United 
States. The combined premium income of the 
constituent companies amounted to $15,464,525 
in 1928. For the first six months of 1929, the 
combined premium income amounted to $9,485,- 
463. 


A more definite announcement regarding the 
executive staff of the New York Indemnity 





W. Irving Moss 


Company will be made following a meeting of 
the board of the Insurance Securities Group on 
August 27. 





W. L. Kick to Be Manager of 
Alliance Casualty Company 

W. L. Kick, manager of the accident and 
health department of Lloyds Casualty Com- 
pany, has been appointed to take over the 
organization work of the accident and health 
department of the Alliance Casualty Company, 
according to a recent announcement made by 
the Alliance. “Mr. Kick, who will leave soon 
for a vacation in Point Pleasant, N. J., will 
assume his new duties when he returns on 
September 2. His headquarters will be in the 
New York office of the Alliance, 87 Maiden 
Lane. 

Mr. Kick established a fine reputation as un- 
derwriter in the metropolitan territory when he 


was manager of the accident and health de- 
partment of the Maryland Casualty Company. 
a position he held for many years. 


Los ANGELES, CaALir., August 13.—Figures 
for the first six months of 1929, showing acti- 
vities of the Eureka Casualty Company of this 
city, reveal that the company during this period 
wrote premiums aggregating $577,000, accord- 
ing to Vice-President Bert L. Dowell. This 
is an increase of about $40,000 over the cor- 
responding period in 1928. 
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Insurance Securities Group 
Expands in Texas 





Announce Organization of the 
Union Title and Trust 
Co. of Fort Worth 


Zeno C. ; ae ee President 


Organization Is a Merger of Three 
Leading Texas Title Guarantee 
Companies; Plan Progress 
In line with its expansion policies, Insurance 
Securities Company, Inc., announces the or- 
ganization of the Union Title and Trust Com- 
pany of Fort Worth, Texas, which will be 
under its full control and will constitute an 
important addition to the Insurance Securities 

Group. 


Union Title and Trust Company will be a 
merger of the Guaranty Abstract and Title 
Company of San Antonio, the Texas Union 
Title and Guaranty Company of Dallas and 
the Ross Title Insurance Company of Fort 
Worth. The new company will begin business 
with a capital of $600,000. Insurance Securities 
Company will engage in Abstract Title In- 
surance Mortgage Loan and Trust Business 
through the operation of its influences in Fort 
Worth, Dallas and San Antonio and will ap- 
point agents in all sections of the State to 
represent it in Statewide business. 


The title business in the State of Texas 
formerly handled by the Union Title Guarantee 
Company of New Orleans, a subsidiary of In- 
surance Securities Company, will be turned over 
to the new company. 


Zeno C. Ross of Fort Worth, formerly 
president of the Ross Title Company and a 
member of the law firm Ross, Ross & Alex- 
ander will head the new company as president. 
This new move of the Moss brothers, chief 
executives of the Insurance Securities Com- 
pany follows the recent acquisition by the group 
of the Detroit Life Insurance Company. 


Supt. Conway Explains Financial 
Responsibility 
(Concluded from page 33) 


INFORMATION AS TO SECURITY 
Section 94-e. The Commissioner shall fur- 
nish any person who may have been injured 
in person or property by any motor vehicle, 
upon written request, with all information of 
record in his office pertaining to the evidence 
of the ability of any operator or owner of any 

motor vehicle to respond in damages. 


RETURN oF LICENSES, CERTIFICATES AND 
NUMBER PLATES 

_ Section 94-f. The licenses, registration cer- 
tificates and number plates of any person whose 
licenses shall have been suspended or of any 
person whose policy of insurance or surety bond 
as required herein, shall have been cancelled 
shall be immediately returned to the Commis- 
sioner of Motor Vehicles. Any person failing 
to comply, shall be guilty of a misdemeanor and 
fined not more than $100. 
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CANCELLATION AND RETURN OF SECURITY 

Section 94-g. The Commissioner of Motor 
Vehicles may cancel any bonds or return money 
or collateral to any person furnishing same 
after three years have elapsed since the filing 
of such bond or the making of such deposit, 
provided that during such period the person 
shall not have violated any provisions of the 
Motor Vehicle laws and no suit or judgment 
for damages in excess of $100 resulting from 
operation of motor vehicle shall then be out- 
standing against such person. 


The Effect of the Law 
3riefly, the effect of the law is that if a 
person fails to pay a judgment rendered against 
him in connection with his ownership or opera- 
tion of a motor vehicle. where such judgment 
is in excess of $100 he shall be deprived of 
the right to own or operate a motor vehicle in 
the State of New York. If such judgment is 
not paid within fifteen days after it is made 
final, evidence of financial responsibility is re- 
quired even after such judgment is paid and 
in no event will a license be restored unless 
all outstanding judgments within the limits 

above described have been satisfied. 


No Obligation 

There is no obligation under the provisions 
of this law for any one to take out insurance, 
nor is there any obligation to post a surety bond 
or collateral for the establishment of financial 
responsibility. It is only in the event that the 
Vehicle and Traffic Law has been violated as 
described in Section 94-a above or that the 
owner or operator has failed to satisfy, within 
the limit described above, a judgment for 
damages in excess of $100 caused by a motor 
vehicle, that evidence of financial responsibility 
is required. A car owner or operator may find 
it more convenient or desirable to carry an 
insurance policy than to run the hazard of being 
unable to satisfy a judgment rendered against 
him or being unable to do so without serious 
financial embarassment. If a man operates other 
cars besides those which he owns and he de- 
sires to protect himself against judgments ren- 
dered him in with such 
operation, he should obtain from his insurance 
company the additional protection insuring him 
for his legal liability in connection with the 
operation of such other cars. 
car, but operates cars, he 


against connection 


If a man does 


not own a may 
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obtain insurance coverage for his legal liability 


for the operation of such cars. While it is 
true that the insurance coverage on insured cars 
runs as well to the benefit of the operator, he 
frequently has no means of telling whether or 
not the car is insured, and if insured, whether 
it is insured in a company that he would select. 
The fact that a man is insured does not exempt 
him from the obligation of paying a judgment 
or possibly losing his license for failure to 
pay such judgment in the event the insurance 
company, through insolvency, is unable to make 
such payment. 


Auto Coverage Endorsements 
Accepted by New York 


Financial Responsibility Forms Are 
Substantially Like Albert 
Conway's Proposals 
The proposed owners coverage and operators 
coverage endorsements forms to be attached to 
automobile policies outstanding November 1 to 
make the policies conform with the added 
requirements of the New York Financial 
Responsibility Law have been approved by the 
State Insurance Department. These two on- 
dorsement forms were submitted by the Na- 
tional Association of Automotive Mutual 

Casualty Companies. 

The endorsement form covering owners and 
operators, which was. prepared by the National 
Bureau of Casualty and Surety Underwriters 
in co-operation with the State Department was 
also accepted. 


The date for rate filing for the covers re- 
quired under the new law has been postponed 
from August 15 until October 15. 

The accepted endorsements are materially the 
same as those proposed by the State Depart- 
ment 
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; CUM sc ssaccnvenecccsess 460 Hartford Steam Boiler 
4 Virginia F. & M. Conning & Co., Hartford............ 790 810 
4 Clinton Gil Wee Srcragn os acleain doen ee 175 Lewis & Co., Hartford.............. 800 820 
yy Arthur Atkins & Co., N. Y.......... 136 = 143 National Fire 
0Y4 Westchester Fire Conning & Co., Hartford............ 91 93 
) Ae 74 77 — -- CEE cscccncesees 94 96 
7 77 oenix Insurance 
) Arthur Atkins & Co., N. Y.......... 4 7 Conning & Coy Hartiord (rights). . 1060 1070 
wis & Co. Se rrr 1065 1075 
1 NEW ENGLAND STOCK Travelers Trignsavice 
. L cee : mning & Co., Hartford............ 1965 1980 
3 ee SSeS. ae 22 25 Lewis & Co., Hartford......... ewe: meee 1875 
3 HD. Knox & Co., Boston. .......5.: 23 26 
24 “— _ eek Ca, tor. 9 8 
‘ as. A. Da 0., Inc., Boston.... 1 22 — P 
. H, D. Knox & Co, Boston.......... is 22 Equitable Casualty Announces New 
~~ & ea _ moa 925 945 Tourist Endorsement 
0 oa ne on MOR esses oe 65 A new form of coverage, known as the tour- 
re le le P . 
) ioe. A. Day & Co., Inc., Boston: ist extension endorsement, was placed on the 
Be sete tenerseveneses OM market yesterday by the Equitable Casualty and 
, 5S ae = Boston: os Surety Company, New York. The new protec- 
2 ee sek ce | ae tion gives policyholders, while away from their 
Columbian National Life Ins, Co. ; as ; ea ; 
") Chas. A. Day & Co., Inc., Boston.... 490 510 permanent residences, the same burglar y, theft, 
im... ger ly Hn Boston... teeeeee 490 tees larceny and personal hold-up insurance which 
p Chas. A. Day & Co., Inc., Boston.... 195 205 formerly was available only at a definite loca- 
H. D. Knox & Co., Boston.......... 180 190 2 , 7 
Mass, Title Ins., Pfd. ie tion. 
cae. A: Day & Cas Ian, Berton... 38 ” The tourist extension endorsement includes 
en Toy hy ag so eeeeneen rr * not only property usually covered under a 
OX &@ UO., DOSTOM........66 > ° a) 
New Hampshire Fire i floater form, but also includes money up to $50 
PS ER wo Sener eee: +e i in amount. The endorsement covers personal 
pee 5. Saat Be Ca. Tae, Boston.... 600 effects usually carried by tourists and travelers, 
Chas. A. Day & Co., Inc., Boston.... 925 950 including personal jewelry and furs and is so 
H. D. Knox & Co., Boston.......... 925 950 : 7 ? 
Rhode Island Ins. Co. broad as to embrace such personal articles as 
Gia & ee ee 33 = false teeth, glass eyes, etc. The personal ef- 
pama x: 
y ) 
| 
pos _ 
STATISTICIAN ov of tare 
and oldest houses 
in New York City 
specializing in Bank and Insurance Company stocks 
desires the services of an able statistician. 
Applicant must have a sound training in economics, 
experience in investment analysis and an intimate 
acquaintance with Bank and Insurance stocks. 
Our own staff has been notified of this advertisement. 
For interview address Box K. M. D. 
RUDOLPH GUENTHER-RUSSELL LAW, INC. 
Financial Advertising in All Its Branches 
131 Cedar Street New York City |, , 
yR THE SPECTATOR 
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fects are covered wherever they may be, except 
while in permanent storage, and the insurance 
applies within and/or in transit between United 


States, Alaska, Canada, Bahama Islands, 
Hawaiian Islands, Bermuda and Panama Canal 
Zone. 


Moody’s Manual of Investments 

One of the most comprehensive books ever 
issued from the press, perhaps, is the 1929 edi- 
tion of Moody’s Manual of Investments. It is a 
compendium of general information covering 
banks, insurance investment trusts, financing 
credit companies, title and mortgage, real estate 
mortgage enterprises and in fact every field of 
operation in which the investor could possibly 
be interested. 

Of the more than three thousand pages of 
financial data comprising the volume, 874 of 
these are devoted to insurance detail, covering 
all branches of the business. Five sections and 
an index covering each one are given over to a 
wealth of detail in this industry. Both stock 
and mutual companies are listed in the manual, 
the typical statement showing historical details, 
types of insurance written, States in which the 
company is licensed to operate, officers and direc- 
tors, growth since 1915 represented by insurance 
written, insurance in force, total admitted as- 
sets, capital, surplus and unearned premium 
reserve, two-year comparison of receipts and 
disbursements for both underwriting and invest- 
schedule of securities owned 
comparative balance 


ment operations, 
at cost and market value; 
sheets for last two years, ratio of losses to pre- 
miums earned, ratios of underwriting expense 
to net premiums 
earned; description of capital stock showing 
capital increases, number of stockholders, record 
of dividend payments and stock subscription 
rights, price range of stock, etc. 


written and to premiums 


Canadian insurance companies are presented 
for the most part according to the form adopted 
for insurance companies in the United States. 
Foreign iisurance companies are included with 
Canadian companies in separate sections and 
the data presented according to the set-up of 
official reports. In a separate section will be 
found reports of United States branches of for- 
eign insurance companies. 

This section of Moody’s Manual was first 
issued in 1928, and as a new feature of the 
volume a complete alphabetical tabulation of 
investment trusts, with essential details such as 
organization, capital structure, sponsors, etc. 
Another feature of especial importance in the 
manual is the entire absence of advertising. 

The book was compiled under the general su- 
pervision of John Moody with John Sherman 
Porter as editor-in-chief. The editorial board 
is comprised of J. Dittrich, Daniel Kane, 


Allyn P. Evans, John W. Power, Walter F. 
Hahn, Alan W. Wallace, Karl Schlottke and 
E. G. Vogelius. 


production of the Keane-Patterson 
1929, was $13,155,158 


—Paid-for 
Agency, New York, to August 1, 
as against $8,557,688 in 1928. 


Miscellaneous Insurance 











“The Appeal of Value Knows no Boundary, 
and Quality Speaks a Universal Tongue.” 





NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


Boston, Mass. 
Chartered 1835 











EXPANSION 


This is the keyword 
in the program of development 


of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to 
throw in their lot with a strong growing company, 
will find that 


“Honestly, It’s the Best Policy.” 


ATLANTIC 














INTERSTATE LIFE & ACCIDENT CO. 
JOS. W. JOHNSON, M. D., President 
LIFE, HEALTH, and ACCIDENT INSURANCE 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 




















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Philadelphia, Pa. 





independence Square 


SRR 


S 














S Greater Service to 


Policyholders 


Des Moines Life Agents are well equipped to give extra 
service to saieaiadion, because their’s is the “Company 
of Co-operation”—in action as well as in the name. Mod- 
ern policies to meet the ever changing times, and a broader 
conception of service are a combination that is hard to beat. 


NSS AS ANSON As 
co 


SSS 
OX 


Bastomnee 
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“This is the Company of Co-operation.” 
Do you need our help? 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 


New Jersey 




















Baltica Insurance Co., Ltd. 


Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 














ACACIA 


A Service Instituation—Not a Commercial Company 


Over $300,000,000 
Over 30,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost Real Service 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 


Insurance in Force 

















PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, Eng- 
land, whose long list of publications on fire, life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
tises on these subjects. Send Ten Cent Stamp for Catalogue. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


SEE 


























SOUTHERN LIFE AND HEALTH INS. CO, 
‘‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P, O. BOX 884 BIRMINGHAM, ALA; 








“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THe Sprcraror 











SERVICE AND ITS REWARD 


By William T. Nash 
In this Intest leaflet, Mr. Nash, well known and convincing writer on life insurance topics, in 
an interesting true story of the experience and success of a real agent in a small town, shows the 
opportunities Life Insurance as a profession affords. 
nspiring example is the best spur to progress, and no man or woman can read ‘‘Smavice AND 
sg Rewarp” without realising that the life insurance profession offers limitless opportunites 
lor success. 
Every life insurance company shoul. get a supply of this new leaflet comprising 16 pages of 
interesting reading, and cover, to distribute among its present and prospective agente. 
PRICES 
Single copy 15 cents 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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